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iscom, The Life Insurance solicitor should be a man who is not content 
to take a “dole,” either from a company or a general agent. 

‘ No agent should be accredited to a company or to a general 
> agency who has not a passionate conviction that he is bound to succeed. 
— Some persons turn to Life Insurance soliciting as a dermer ressort, 
com- . . ‘ . 
ee hoping that someone will be found to “carry them along” for six 
a P months or a year. 
their F . . . 

E A good idea was expressed at a recent convention of the Life 
a Underwriters, when it was declared, in substance, that it was poor 

& ° . °° 
peak: I management to bring the business of Life Insurance down to the 
OT | average agent instead of bringing all solicitors up to the high plane 
i of Life Insurance. 
ein — 
an § Agency supervision, daily meetings, reports, advance schedules, 
oye and like appurtenances are all right, of course—and very necessary 
cte . . . . . 
1 of too—but with all these details there must be a passionate conviction 
rs that their work is truly worthy and the results honorable. 


_— The man who is easily persuaded to take up the solicitation of 
Life Insurance because it guarantees him something to eat for a 
short period but who has not a consuming feeling that he must 
succeed, despite all handicaps, would better be left alone. 

True, education and pep meetings may convert him into a suc- 
cessful agent—such evangelizing processes ofttimes do this—but 
the man who has an “election” for the Life Insurance business is 
the man who succeeds. 

Man-power is a necessity, but it must be of the right sort. An 
agent whose predilection favors the job cannot help but succeed. 
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“My salary isn’t back to normal either, Ed... but my life 
insurance is. I got what I needed at about half the usual. 
cost to start and I pay the rest later. It’s a Union Central 
Life policy called the Economic Adjustment Plan.” 





ANY insurance man knows dozens of husbands and 
fathers who have had to let their insurance lapse, who 
are worried about what might happen to their families 
if they themselves shouldn’t live to make a financial 
comeback—but who just “aren’t in the market” for in- 
surance because they can’t raise the money. 


Men like these respond when they hear about Union 
Central’s new Economic Adjustment Plan. It offers them 
something they’re vitally interest in—real, permanent 
protection at a cost so low they can afford to put it into 
effect at once. It’s good news to them! 


The facts about this timely plan are reaching millions 
of homes every week—through powerful advertisements 
in The Saturday Evening Post, Colliers, Time, and 
through the ever-more-popular broadcasts of “Roses and 
Drums” on the NBC Blue Network. 


The 
UNION CENTRAL 


Life Insurance Company 
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he Metropolitan's 
message, regarding 
Group Insurance, in the 
November magazines* 
may prove to be extreme- 
ly interesting to Field- 
Men writing Ordinary 
and Industrial as well as 
Group life insurance. 


Experience has shown 
that when employees be- 
come owners of Group 
Certificates they have an 
increased appreciation of 
life insurance protection. 
Group Insurance paves 
the way for many a suc- 
cessful solicitation of the 
other forms of Life Insur- 
ance. 


More than 6,000,000 
workers in the United 
States and Canada are 
covered by Group. Many 
of them are financially 
able to take out addi- 
tional individual insur- 
ance when properly 
approached. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE | . 
INSURANCE COMPANY | 


Frederick H. Ecker, President 


ONE MADISON AVE., NEW YORK, N. Y. 
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Major Issues in Agency Work Reviewed 





New Era of Sound 
Management Seen 


Arnold Declares Institution Is En- 
tering Period of Scientific 
Sales Direction 


BETTER AGENT TRAINING 


Northwestern National President Gives 
Challenging Address at Joint 
Gathering in Chicago 


Life insurance is entering upon an era 
of sound, scientific management, O. J. 
Arnold, president Northwestern WNa- 
tional Life, declared in a fine address at 
the Chicago meeting of the Life Insur- 
ance Sales Research Bureau and Life 
Agency Officers. His talk on “The Re- 
sponsibility of the Home Office to the 
Soliciting Agent” closed the last ses- 
sion. 

“To raise the standard of his men 
through better selection, to make bet- 
ter underwriters of individual agents, 
to increase the insurance in force for 
his company by procuring more per- 
sistent business, and to accomplish 
these ends without extravagance is a 


ee to every agency officer,” he 
said. 





oes 


Frankly Criticises Management 


' Mr. Arnold gave an illuminating pic- 
ture of the troublous times through 
which life insurance has come soundly, 
but he did not mince words in pointing 
out wherein management had fallen 
down on the job. He found unwise the 
selling of investment types of contracts 
| without any life insurance factor. In- 
f 





clusion of cash values in deferred an- 
Nuities is contrary to the original con- 
cept, and placing emphasis on these 
Contracts as a safe deposit of cash at 

|) Sood interest rate, withdrawable with 
little or no loss at any time, is a “per- 
version of life insurance,” he said. The 

| Same applies to single premium life pol- 
icles and annuities. 

Only on the “made work” theory 
could the placing of such contracts in 
hands of agents be justified, and then it 
1S of questionable propriety. He urged 

| agency officers to exert their influence 
against the sale of such contracts. 


Lack Margin of Safety 


- Life companies are on solid ground 
so long as the element of protection 
exists, but with its elimination an im- 
portant factor of safety is withdrawn. 
nnuity rates do not contain the margin 
Of safety found in life contracts. He 
said perhaps the answer lies in issuing 
Participating annuities on more con- 
Servative interest assumption. 
(CONTINUED ON PAGE 5) 
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Contends Vision Needed in 
Conservation Work 





Conservation work should not be too 
strictly departmentalized, but should be 
made an integral part of agency plan- 
ning and effort, and should be regarded 
as one of the important problems of 
management, according to Eustace 
Brock, secretary of the Great West 
Life, who addressed the joint meeting 
of the Life Agency Officers and Re- 
search Bureau in Chicago. . 

Conservation, he said, is not a special- 
ized nor separable function of the busi- 
ness. It is the life insurance business— 
the very essence of the work. Conser- 
vation is business building. He_ illus- 
trated, by setting up two hypothetical 
companies, whose new business produc- 
tion each year was the same, over a 
period of 20 years, but whose lapse rate 
differed, indicating the serious loss in 
prestige and impairment in financial 
standing which can arise from a failure 
to conserve business. 


Reinstatement Effort 


Reinstatement effort, he contended, is 
the least important factor in conserva- 
tion. Prevention is more effective than 
cure and it is doubtful whether the value 
- reinstated business is worth the ef- 
ort. 

However, he suggested a new attitude 
towards reinstatements might be devel- 
oped. Instead of regarding applicaticns 
for reinstatement as an opportunity for 
the company to reselect its business, 
such applications might be regarded as 
a natural continuation of old policies. 
Accepting that theory, the effort should 
be directed not so much towards un- 
covering minor impairments and the 
progress of previous impairments, but 
toward uncovering evidences of adverse 
selection. The group of lapsed policy- 
holders presents a more favorable field 
so far as mortality is concerned than the 
persistent group and, if selection against 
the company be eliminated, mortality 
would benefit. 

Volume and Quality 


Mr. Brock asserted the belief that if 
the idea of volume could be banished 
and the subject of quality studied, vol- 
ume would take care of itself. It is the 
attitude of mind of the policyholder to- 
wards his insurance that determines per- 
sistency or lapsation and it is the atti- 
tude of insurance men toward policy- 
holders and toward the business that 
determines largely the attitude of the 
policyholder. Premium notice systems, 
rewriting and redating schemes, loan re- 
payment plans and all the other mechan- 
ics of conservation effort, he contended, 
are trifles compared with the attitude of 
mind that is engendered in insurance 
men and the public. : 

The agency department, therefore, 
should develop by every means possible 
a real appreciation in the public mind 
of what life insurance is and what it 





does. 





During the past four years, the agency 
executives “missed the boat,” in that 
they did not take the opportunity to 
clean house, to “re-orient” their minds 
and practice from the new business view- 
point to the quality viewpoint. 

The executives must catch the next 
boat, however. The agents must “catch 
the vision” and their leaders must reveal 
that vision to them. There must be in- 
spiration. General agents must be taught 
to be builders and not merely salesmen. 
They should be taught to look to per- 
manency and quality. Selection and 
training of agents and of agency man- 
agers who are capable of catching the 
vision is a most important problem. Se- 
lection of agents has been based almost 
exclusively upon potential capacity to 
produce. More attention should be paid 
to their ability to produce quality busi- 
ness. Study should be made of the cor- 
relation between the prospective agent’s 
interests, age, education, background, 
etc., and ability to produce quality busi- 
ness. There is a striking relation be- 
tween the turnover of agents and the 
persistency record of the agency as a 
whole. 

Many terminations that are regarded 
as preventable, are really not preventable 
at all, he contended. That business is 
foredoomed to failure from the start. 
The cure is to keep such policyholders 
off the books and to keep agents off 
the agency roll who sell such policy- 
holders. If such agents cannot be kept 
off the roll, they should be put out as 
soon as their fault is exposed. 


Conservation Department 


Although conservation work is a func- 
tion of agency management, Mr. Brock 
contended it is a permeating function 
as well. Therefore, he advocated the 
setting up of a conservation department, 
as a separate unit headed by an execu- 
tive officer. The conservation man 
should originate and develop ideas to put 
into effect a program of making the 
whole organization conservation con- 
scious. He should not administer the 
plans but he should observe their opera- 
tion and result. He should be in a po- 
sition to bring pressure to get rid of 
unsatisfactory agents in spite of produc- 
tion record. 

The ideal of volume, he said, is kept 
constantly to the fore, by the various 
figures which companies advertise and 
publish. Production of one company is 
compared with another, agencies are 
compared as to yolume and these statis- 
tics are frequently reviewed. Such fig- 
ures, he contended, lead officers and 
agents to over-estimate the importance 
of new business. Companies feel that 
their best agents are the largest pro- 
ducers and the best agency is the one 
with the Jargest sales. 

The true index of the company’s 
progress, he said, is not volume of sales 

(CONTINUED ON PAGE 10) 





New Emphasis Put 
On Old Problems 


Improved Manpower Is the Issue 
That Absorbs Chicago 
Meeting 


QUALITY BUSINESS VITAL 


Joint Convention of Agency Officers 
and Sales Research Bureau Faces 
Large Issues 


The annual joint meetings of the As- 
sociation of Life Agency Officers and 
Life Insurance Sales Research Bureau 
are always arranged in such a way that 
a few refrains keep recurring through- 
out the sessions, with the result that 
the members leave humming these 
tunes. In other words, the meetings are 
pointed up and the spotlight is placed 
from different directions on a few cen- 
tral objectives. and problems. 

This year was no exception. At the 
meeting in Chicago this week, speaker 
after speaker referred to the matter of 
improved man-power and better qual- 
ity of business. The old issue of part 
time and unqualified agents was pre- 
sented as being much more significant 
today, in view of the fact that the num- 
ber of satisfactory, prospective buyers 
has been greatly decreased, thus mak- 
ing the going heavy enough for full 
time, competent producers, without the 
interference of the unfit and part timer. 

Quality Business Vital 


Furthermore, the issue takes on 
greater significance in view of the im- 
portance that is being attached to qual- 
ity business. Several of the speakers 
brought home the point that if the 
standard of the field forces were im- 
proved, the quality of business would 
improve. Others pointed out that qual- 
ity business today is not merely desir- 
able but is vital. With the margin for 
profit from investment operations so 
slim, it becomes necessary to compen- 
sate in other directions and the type of 
business placed on the books seems to 
= the greatest opportunities for con- 
trol. 

_ This emphasis on quality representa- 
tion and quality business came close on 
the heels of the ringing appeal on the 
part of T. M. Riehle, president of the 
National Association of Life Under- 
writers, for elimination of part time 
agents in urban centers, better training 
and reform in selection. As a matter 
of fact, Mr. Riehle attended the Chi- 
cago convention and appeared on the 
program the final day to bring his. de- 
(CONTINUED ON PAGE 21) 
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Results of the life insurance .survey 
conducted by the Curtis Publishing 
Company were reported by Fred Bre- 
mier at the annual meeting of the Salés 
Research Bureau and Life Agency Offi- 
cers in Chicago. The idea was to get 
a picture of life insurance holdings and 
the attitude of buyers towards the vari- 
ous phases of the insurance business, and 
to get the agency viewpoint in several 
directions. In many respects the find- 
ings corroborated general impressions in 
the trade. ; 

Mr. Bremier prefaced his paper with 
a lengthy statement as to how the sur- 
vey was set up and conducted. Roches- 
ter, N. Y., was selected as typical of 
large cities; Mansfield, O., as represen- 
tative of medium sized cities; Wooster, 
O., small cities; Dalton, Shreve, Smith- 
ville and West Salem in Wayne county, 
O., small towns, and Wayne county it- 
self for farmers. The research bureau 
cooperated. In addition there was an 
analysis in Philadelphia and its suburbs, 
made possible by a life insurance com- 
pany which offered its policyholders for 
scrutiny. 

Survey Questions Given 


Here are the questions that were asked 
in the survey, they having been selected 
for the test, from a list of suggestions 
submitted by the life insurance business: 

1. What is the attitude of the men 
interviewed toward the principle of life 
insurance? 

a. How many men believe they do 
not own adequate insurance? 

b. How much additional insurance do 
men desire? 

c. What type of insurance would be 
selected by the men interviewed? 

2. How many men believe they actu- 
ally initiated the purchase of a policy 
with an agent, and what is the agent’s 
opinion on this subject? 

3. What do agents report are the 
hardest problems or difficulties they have 
to meet in the selling of insurance? 

4. What opportunities for life insur- 
ance sales are indicated? 

5. What is the effect of our recent 
economic experiences on the consumer’s 
opinion of insurance as an investment? 

6. What suggestions do agents have 
for things the life insurance companies 
could do to help them sell insurance? 

Mr. Bremier exhibited a number of 
charts indicating the results of the sur- 



















































vey. He said almost all of the men 
owning ordinary insurance, who were 
interviewed, were favorably inclined to- 
ward the principle of life insurance. 

Slightly more than half of the 2,784 
men, owning ordinary insurance, who 
were interviewed, said they had a desire 
for additional insurance. The additional 
insurance desired by such men would 
result in an amount 2% times their pres- 
ent holdings. The largest amount of 
additional insurance is desired by those 
classified as excellent and good in this 
survey. A total of 3,223 men inter- 
viewed reported that half of them de- 
sired $21,500,000 more life insurance. 

Although only 4.3 percent of the men 
reported they have annuity or income 
type of insurance, in the future the sur- 
vey indicates that 20.8 percent of the 
purchases in the future will be repre- 
sented by such contracts. This indi- 
cates the changing trend of consumer 
desire, he said. 


Income Settlement Trust Plans 


_ With a total of 38.9 percent having an 
income settlement with present insurance 
owned, this increases to 50.8 percent 
with future insurance purchased. With 
17.5 percent whose insurance estate will 
be administered by a trust company, only 
2.7 percent expect to have their future 
insurance handled in this way. Nine- 
teen percent said they bought insurance 
in the past for an old age income, but 
46.9 percent said they will buy future 
insurance for that purpose. This indi- 
cates a large interest in investment fea- 
tures and a type that will return benefits 
to the insured in his life time. 

Of those interviewed, 47.9 percent 
said they had initiated purchase of all 
or part of their insurance with an agent. 
This provided Mr. Bremier with a good 
argument for one of his conclusions, 
which was that insurance companies 
should advertise. 

Of the agents interviewed, 46.2 per- 
cent said clients or prospects frequently 
or occasionally initiate purchase. 

Other charts were introduced to show 
what the automobile industry had ac- 
complished through advertising. 

More than one-third of the agents in- 
terviewed said their greatest difficulty is 
in finding good prospects while another 
third reported that the great difficulty 








is ability of the prospects to pay. These 





Survey of Assured Corroborates Many General 
_ Impressions of the Day 


also tied in with the recommendation 
that insurance companies advertise. 

The survey showed an opportunity for 
life insurance sales in small towns and 
with farmers. It estimated that the 
amount of insurance owned by farmers 
is about seven or eight billion dollars. 
An equal amount is owned by men in 
small towns. The amount of insurance 
owned by such people, however, is 
smaller on the average than that owned 
in Rochester or Mansfield. 


One-Third Receive No Calls 


The survey indicated that more than 
one-third of the farmers and men in 
small towns did not receive any calls 
from life insurance agents during the 
last year and that such buyers had a 
smaller number of agents, than did the 
men in the large, medium and small 
cities. In practically all types of tang- 
ible merchandise, the farm and small 
town market represents in potentiality, 
40 percent of the entire national mar- 
ket. Mr. Bremier concluded that the 
sales effort in this field, so far as life 
insurance is concerned, would be re- 
warded. 

Almost all the wives of the men inter- 
viewed were favorably inclined towards 
insurance owned now. but only a little 
over half were favorable to the purchase 
of new insurance. This indicates that 
wives offer a difficulty in the selling of 
life insurance—another argument for ad- 
vertising. Of the agents interviewed, 
56.6 percent say the wife is vital in sell- 
ing life insurance and an additional 35.4 
percent, that she is importani. 

The survey indicates that 28 percent 
of the wives also own insurance. In the 
Philadelphia survey, it is shown that 22.3 
percent of the policyholders are women. 


Opinion Is Improved 


A large proportion of the policyhold- 
ers said that life insurance had in- 
creased in their estimation as a result 
of recent economic experiences. Of the 
agents interviewed, 32.7 percent said the 
point upon which the public needs the 
most education is as to the investment 
features of life insurance; 25.7 percent 
answered: “Consideration of insurance 
as a replacement of monthly income, 
instead of lump sum payment.” 

Mr. Bremier said virtually all obliga- 
tions and so-called “back logs” have 








either been squared up or dumped oye. 
board. The individual is today more 








free of entanglements in the way of ¢. 


ferred payment purchases or get rich 
quick investments than any time sing 
1929. He is not so fearful of losing his 
job or suffering salary cuts. He ha 
been hoarding his cash and has deferre 
spending for necessities. He views th 
stock market with a fishy eye. Hoy. 
ever, when conditions improve, he yi 
probably forget the recent past. 

Purchase of commodities is on the jp. 
crease. Competition for the buyer's dol. 
lar is beginning to be felt. Mr. Bremie, 
said the industry which gets the strong. 
est hold on his desires is the one tha 
will win. 

Buy from Friends 


The survey showed that 10 percent o 
the men interviewed bought their las 
insurance from strangers, 13.9 percent 
from agents whom they have known 
for less than two years, but the re. 
mainder were those who had known 
agents for a longer period. Familiarity 
and acquaintanceship was primarily the 
basis of contact with the consumer. 

To the question put to agents: “What 
suggestions do you have for things the 


insurance companies could do to mak & 


the profession of selling insurance mor 
attractive?” 43.9 percent said, “A more 
careful selection and better training of 
agents.” An additional 17.3 percent 
said, “better remuneration for agents, 
and an additional 16.8 percent, “discon- 
tinue part time agents.” The first and 
third, he said, appear to be closely re- 
lated and combined would indicate more 
than 60 percent of the agents believed 
part time agents should be discontinued 


and that greater care should be exer : 
cised in the selection of agents and in} 7 


their training. 

This was interesting in view of the 
great current campaign for reforms in 
this direction. 

More than half of the agents sail 
the companies should advertise. 


Personality of Agents 


In the insurance business, the pet 
sonality of the agent appears to trans 
cend the reputation of the company rep- 
resented. The total number of men tt 
terviewed in the survey, other than i 

(CONTINUED ON LAST PAGE) 





LEADERS AT MEETING OF AGENCY OFFICIALS 
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HENRY E. NORTH, New York City 
Vice-President Metropolitan Life 













E. B. STEVENSON, JR., Nashville 
Vice-President National L. & A. 


H. M. HOLDERNESS, Hartford 
Vice-president Connecticut Mutual 





JOHN A. STEVENSON, Philadelphia 
Home Office Manager Penn Mutual 
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Life Advertisers 
Hold Annual Meet 


Cooperation on Conservation, 
Agency Schools, and Recruit- 
ing Is Discussed 


SCARE COPY IS DEBATED 


Results of Financial Independence 


Week Viewed by Trangmar—Many 
Subjects Are Covered 


BY HOWARD J. BURRIDGE 


A splendid program covering many 
interesting phases of advertising fea- 
tured the gathering at Memphis, Tenn., 
this week of the Life Advertisers As- 
sociation. The well prepared talks were 
supplemented by interesting discussions. 

The employment of advertising in re- 
cruiting new agents was described by 
John W. Murphy, Pan-American Life. 
Last year his cempany mailed a little 
over 2,000 advertising pieces to pros- 
pective agents and received 325 re- 
sponses resulting in 100 new producers. 
In 1934 to date there have been approxi- 
mately 1,400 mailings with 230 replies 
and 75 appointments. 

The general agent and manager 
should be aided in recruiting men be- 
cause he already has his hands full with 
other tasks, said Mr. Murphy. It is 
the general agent’s job to get produc- 
tion and it is unfair to him to expect 
him to devise plans and do all the work 
of recruiting, training and selling. The 
20 percent turnover in the life field is 
something to reckon with and a definite 
plan for recruiting is decidedly worth 
while, 

The job of selling prospective agents 
on life insurance work is similar to that 
of selling prospective policyholders. 
The final job of selling must be a face 
to face task, but the home office can 
supply carefully prepared information 
to prospects and save the general agent 
similar work. Four booklets are used 
in the recruiting plan covering four 
main subjects: (1) Life insurance as an 
institution; (2) the company as a fac- 
tor in the institution; (3) the profes- 
sion of life underwriting; (4) life un- 
derwriting under the company’s con- 
tract. 

Seare Copy Motivates Sale 


Reasons why life insurance companies 
should include “scare copy” in their ad- 
vertising were presented by Seneca M. 
Gamble, Massachusetts Mutual Life. 
Regardless of its merit, life insurance is 
seldom bought voluntarily and as it is 
hard to sell it is necessary to put the 
maximum amount of selling force in the 
advertising. Scare copy, according to 
Mr. Gamble, offers considerable help in 
this direction. Scare copy characterizes 
undesirable situations in order to gain 
the recipient’s attention. This should 
be followed by suggestions on how to 
avoid the undesirable. In other words, 
the purchase of new insurance or the 
reinstatement of a lapse is the easiest 
way to postpone the consequences 
shown in the scare copy. 


Appeal Should Be Positive 


Clifford Elvins, Imperial Life of Can- 
ada, took the negative on the subject of 
Scare Copy.” Life insurance adver- 
tising should be positive rather than 
negative, he said. Negative copy might 
have been Profitable during the period 
of prosperity, but present day condi- 
tions are another story. When people 
are distressed they are inclined to grasp 
at rays of sunshine, and when this men- 

(CONTINUED ON PAGE 19) 





Senator Fletcher Denies 
Planning Insurance Probe 





TWO GROUPS ASK FOR ACTION 





One Wants Government to Enter Life 
Insurance, Other Is Composed of 
People Who Want Jobs 





WASHINGTON, Nov. 
that Senator Duncan U. Fletcher, chair- 
man of the Senate banking committee, 
plans a comprehensive investigation of 
insurance, recurring from time to time 
both in Washington and throughout the 
country, are entirely without foundation, 
according to the senator himself. 

These reports have been current since 
the end of the last session of Congress, 
at which time Senator Fletcher declared 
he had no intention of seeking an insur- 
ance investigation and explained that his 
committee had no authority to engage 
in such an activity during the recess. 

If any such inquiry is to be under- 
taken, it will be necessary first for Con- 
gress to authorize a committee to inves- 
tigate and furnish funds for the work. 

It was explained at Senator Fletcher’s 
office that two groups have been active 
in pressing an insurance probe. One con- 
sists of persons who would have the 
government engage in the life insurance 
business, claiming that the rates charged 
by the companies are excessive, it was 
said. The other consists of persons who 
are looking, by this means, to secure 
jobs. Neither group has the sympathy 
of the senator, who has no intention 
whatever of making an investigation of 
insurance or anything else prior to the 
opening of the session in January. 


- Salvage Policies for Needy 


The Nebraska FERA headquarters 
has employed four expert life insurance 


1—Rumors. 








Will Preside 














THOMAS I. PARKINSON 


President T. I. Parkinson of the 
Equitable Life of New York has been 
selected as the presiding officer for the 
annual meeting of the Association of 
Life Insurance Presidents to be held at 
the Waldorf Astoria, New York City, 
Dec. 13-14, 








men, with F. A. Miller in charge, to act 
as insurance advisors to needy applic- 
ants. Where any of these are found to 
have carried life insurance in the past 
and had dropped it, the status of the 
policies is examined. So far more than 
$5,000 has been salvaged from policies 
supposed by holders to have lapsed. 








Ninety-One 


organized, the Life 


representing ninety-one 


dian companies. 


Independence Square 





Starting from scratch one year ago, when it was 
Advertisers Association, 
week in annual conference at Memphis, now com- 
prises one hundred and seven individual members, 
life insurance companies. 
These companies are giant, large, medium, and small, 
their Home Offices distributed from coast to coast 
and from our Northern territory to the Gulf. 
reflecting the unity of purpose and interest between 
life insurance in Canada and in the United States, in 
the membership are several representatives of Cana- 


The purpose of the founders, a natural one, was 
to add to the institution’s many inter-company organ- 
izations an association membered by the life adver- 
tising men and devoted exclusively to their varied and 
important work. The success of the project entitles 
them to the hearty congratulations of all other depart- 
ments of life insurance work and service. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Companies 


this 


And, 


Philadelphia 




















Life Presidents’ 
Theme Is Given 


Annual Session to Discuss “Serv- 
ing America Through Life 
Insurance” 


PARKINSON IS CHAIRMAN 


Wide Range of Current Subjects and 
Many Noted Speakers on New 
York Program 


NEW YORK, Nov. 1—President 
Thomas I. Parkinson of the Equitable 
Life of New York will be chairman of 
the annual convention of the Association 
of Life Insurance Presidents Dec. 13-14 
at the Waldorf-Astoria in this city. As 
presiding officer; he will make the open- 
ing address, discussing the central theme 
of the meeting, “Serving America 
Through Life Insurance.” 

President of the New York State 
Chamber of Commerce and a lawyer and 
educator, as well as a life insurance 
leader, Mr. Parkinson possesses a broad 
background. Stressing various aspects of 
human and economic service, leaders in 
education, science, journalism, and gov- 
ernment, as well as life insurance, will 
participate in the deliberations. The offi- 
cial announcement of the meeting states: 

Announcement Gives Theme 


“The fact that life insurance is dedi- 
cated to service—human and economic— 
suggests the central theme for the meet- 
ing, ‘Serving America Through Life In- 
surance.’ 

“Since its introduction on this conti- 
nent, the usefulness of Ife insurance has 
increased with its steady growth as an 
American institution. From the time 
when its policyholders were numbered 
in thousands and its investments were a 
negligible factor in national economy, 
until today, when its protection is en- 
joyed by half the population and its 
trust funds flow into countless channels 
of productive enterprise, life insurance 
has come to function as an integral part 
of our economic structure. 

“Over the years it has contributed ma- 
terially toward reducing dependency, 
fostering individual security and aiding 
in the country’s development. In so do- 
ing, it has had widespread and intimate 
contacts with homes, farms and _ busi- 
nesses. These close relationships have 
enabled life insurance to make more ef- 
fective use of its facilities in serving 
America. 

Wide Range of Subjects 


“Against the somber background of 
recent troublous times, life insurance has 
taken on added importance. At our 
meeting, speakers whose broad knowl- 
edge of the business render their obser- 
vations of distinct value will discuss the 
continuing performance of life insurance 
and shed new light on the significance 
of its services from the national stand- 


point. 

“Although life insurance service will 
be the keynote of our convention, dis- 
cussions of the work of other major 
fields will have a prominent part in the 
deliberations. Education, science, jour- 
nalism, and government will be among 
the activities represented on the platform 
by prominent speakers from outside the 
insurance sphere.” 





Charles J. King General Agent 
Charles J. King, one of the leading 
personal producers for the Midland Life 
in Kansas City, Mo., has been named 
general agent there. 
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Holcombe Reviews 
the Agency Year 


Manager of Research Bureau Cites 
Recent Developments 
and Trends 


GIVES CHICAGO ADDRESS 


Predicts Loss of 1.13 Percent in Insur- 
ance in Force This Year—Sees 
Great Opportunity 


John Marshall Holcombe, Jr., man- 
ager of the Sales Research Bureau, in 
addressing the joint meeting of the bu- 
reau and Life Agency Officers in Chi- 
cago this week, assumed the role of his- 
torian, reviewing insurance and agency 
developments of the year, well inter- 
larded with critical and suggestive com- 
ment, 

He estimated that at the end of the 
year in this country there will be $71,- 
522,000,000 ordinary insurance in force, 
a-loss of $817,000,000 and that Canada 
will have a loss of $91,000,000 and will 
close the year with $5,000,000,000. 

That would mean a percentage loss 
in the United States of 1.13 and in Can- 
ada 1.79, as compared with 4.58 in the 
United States last year and 3.14 in Can- 
ada. 

Paid Business Increase 


He predicted that new ordinary paid 
business in the United States will be 
$9,000,000,000, an increase of 8.5 percent 
and in Canada $500,000,000, which would 
be about the same as last year. The 
$9,000,000 figure in the United States 
is slightly less than the production in 
1923. 

Mr. Holcombe referred to the extraor- 
dinary volume of printed attention that 
has been given to life insurance during 
the year. Comments have been lavishly 
favorable. Economic security is on the 
lips of everyone and life insurance can- 
not avoid being recognized .as the best 
answer yet devised. 

He said the agency officers have not 
capitalized on this favorable public sen- 
timent as they are justified in believing 
they can. The agency executives must 
be stirred to lay hold of an opportunity 
whose magnitude is hard to realize. 

Opinion is practically unanimous that 
life insurance will cost more for the 
next few years, that there is need for 
more emphasis on the protection side of 
insurance, for continuing care in: under- 
writing, for emphasizing stability of 
companies rather than net cost, for cur- 
tailing sales of various forms of an- 
nuities. 


Soft Pedaling Annuities 


He referred to the fact that companies 
have been stressing retirement income 
policies and trying to decrease somewhat 
the sales of annuities with some success. 
The amount of new business sold on the 
endowment plan increased from 11.5 
percent in 1933 to 14.4 percent in the 
first six months of 1934. 

In recent months, many company 
presidents have packed their grips and 
gone out into the field, taking a message 
that only a president ‘can take. 

During the year there have been seven 
new legal reserve companies organized, 
some in the process of organization. 
There have been 18 amalgamations, re- 
ceiverships and liquidations. The net 
result is’ 11 less companies than -a year 
ago. 

A remarkable ‘development has been 
the rapid adoption of advertising pro- 
grams in magazines, néwspapers, bilf- 

(CONTINUED ON PAGE 11) 





Committee on Replacements 
Recites Accomplishments 





REPORT OF FRANK L. JONES 





May Not Be Necessary to Assemble and 
Study Record of Agents In- 
volved in Replacements 





“A growing sentiment and a_note- 
worthy spirit of cooperation to blot out 
‘twisting’ is evident.” This was the con- 
clusion of the report of the replacement 
committee at the joint meeting of the 
Agency Officers and Research Bureau 
in Chicago this week. Frank L. Jones, 
vice-president Equitable Life of New 
York, is chairman of that committee. 
The other members are George L. Hunt, 
New England Mutual; W. W. Jaeger, 
Bankers Life of Iowa; E. B. Stevenson 
Jr., National Life & Accident; D. Gor- 
don Hunter, Phoenix Mutual, and M. A. 
Linton, Provident Mutual. 

The report summarized the important 
developments in the practice of replac- 
ing insurance in one company by new 
insurance in another, as follows: A de- 
cided decrease in the practice of re- 
placement through company coopera- 
tion is indicated by the reports of most 
of the signatory companies, now -num- 
bering 86. 

The amendment to paragraph 3 of the 
original agreement, by 72 companies, to 
effect an exchange of the names of 
agents in replacements. 

The appointment of a committee of 
investigation and cooperation by the 
Life Presidents Association. 

The statistical investigation 
Research Bureau. 

The study and report of the conserva- 
tion committee of the Life Office Man- 
agement Association. 


Better Control Evidenced 


The studies and reports of individual 
companies with reference to the lapse 
rate on replaced business. 

he organization of plans and com- 
mittees to fight replacements by na- 
tional and local associations of life un- 
derwriters and local managers associa- 
tions. 

Continued support from the insurance 
press. 

Increasing control by insurance com- 
missioners in some states. 

Cooperation of better business 
reaus. 

The report quoted some of the re- 
plies of signatory companies, practically 
all of which reported a decided decline 
in number of cases and amounts involved 
in replacements. It is evident that the 
companies are earnestly striving to deal 
fairly with each other, according to the 


of the 


bu- 


report. 
The plan of exchanging names of 
agents involved in replacements has 


been in effect only about six months. 
So far there has been no attempt to 
refer the names of such agents to a 
central bureau or committee. The names 
are only exchanged between two or more 
companies that are involved in any ac- 
tual or threatened replacement. If the 
practice of replacement continues to de- 
cline there may not be the need to study 
the list of such agents, the. report 
stated. 

The report referred to the research 
bureau’s conclusion that. the replaced 
business is of much poorer quality than 
so-called new business, regularly writ- 
ten. This makes the strongest argu- 
ment for control of replacement. 


General Agent Hubbard Dies 


C. J. Hubbard, 66, Hodgenville, Ky., 
general agént of the Commonwealth Life 
of Louisville, died at a Louisville hos- 
pital after several months’ illness. 

Years ago Mr. Hubbard was general 
agent of the Union Central Life under 
the firm name of Rosseau & Hubbard 
and was also at one time state manager. 











Closing Speaker 














0, J. ARNOLD, Minneapolis 


President O. J. Arnold of the North- 
western National Life delivered the final 
talk at the close of the meeting of the 
Life Insurance Agency Officers and the 
Life Insurance Sales Research Bureau 
Wednesday afternoon of this week. He 
is one of the outstanding western com- 
pany executives. 








Supreme Court’s Decision 
in the E. J. Stevens Case 





Hugh T. Martin, Chicago attorney, 
who was formerly general counsel of’ the 
Illinois Life, feels that the article in 
THE NATIONAL UNDERWRITER relating to 
to vindication of E. J. Stevens, vice- 
president and director of the Illinois 
Life, was not sufficiently clear. Judge 
Martin, referring to the court’s deci- 
sion as to Mr. Stevens, says: 

“You State that: ‘He was handed 
his freedom * * * by the Illinois Su- 
preme Court. The higher court ruled 
that the evidence had been inconclusive 
of the commission of a crime.’ 


No Crime Was Proved 


“It was clearly brought out in all the 
daily papers, that I have seen, not that 
the evidence was inconclusive, but that 
the evidence showed that no crime was 
committed. In its opinion the supreme 
court said: ‘In this case the transac- 
tions, as far as is shown by the record, 
were done in the regular course of busi- 
ness of the insurance company, and ap- 
proved by its board of directors. The 
officers of the company had a right and 
the power to loan money to the hotel 
company. In this whole record there 
is not a scintilla of evidence of any con- 
cealment or fraud attempted. * * * It is 
one thing to look back upon a trans- 


action in the light of things that have 


since occurred, and quite another to 
look at it at the time.’ 

“The court then says in conclusion: 
‘It is a far-cry from a mistake made 
in good faith to a fraudulent invest- 
ment made for the purpose of con- 
verting the funds of the lender to the 
use of the accused. There is no evi- 
dence here of fraudulent intent.’ 

“In the light of the language of the 
court, the statement made in your paper 
that ‘the evidence was inconclusive of 
the commission of a crime’ is not only 
misleading, it is not correct.” 


Rogers to Give Address 

H. H. Rogers, president of the Atlas 
Life Insurance Company of Tulsa, Okla., 
and former president of Rotary Inter- 
national, will be the principal speaker 
at the Rogers, Ark., chamber of com- 
merce community dinner, Nov. 19 . 








How to Cross the 
Department Line 





Tells How Agency, Underwriting 


Divisions Can Give Each 
Other Lift 


L. W. MORGAN GIVES IDEas 


Vice-President of Pacific Mutual Ag. 
dresses Joint Gathering of Agency 
Officers and Research Bureau 


A number of practical suggestions on 
how the agency and underwriting ¢e. 
partments can give each other a lift Were 
made by L. W. Morgan, vice-president 
of the Pacific Mutual, in his addres; 
before the joint meeting of the Agency 
Officers and Research Bureau in Chi- 
cago. The necessity for cooperation be. 
tween all departments of the company, 
he said, has been emphasized during the 
depression years. 

In the smaller companies the various 
departments are not likely to be rigid, 
but in the large companies, department. 
alization cannot be avoided and a con- 
scious effort must be made to cooper. 
ate. 

The underwriting department should 
keep the men in the field posted ina 
general way as to what constitutes an 
acceptable risk, In some companies 
general agents are furnished with a ref- 
erence manual covering the most con- 
mon physical impairments. This infor- 
mation is passed along to the field. It 
is important for the agent to know 2 
few of the more common impairments 
that render an applicant uninsurable. 


Both Divisions Consulted 


In the Pacific Mutual a representative | 


of the underwriting committee sits on 
the agency committee and the agency 
department is represented on the under- 
writing committee. New agency or 
underwriting plans do not go into ¢f- 


Sekt ee 





fect nor is any general problem cot- 
sidered, without discussion with the 
members of both departments. 

Members of the underwriting depatt- 
ment, both medical and lay, should visit 
the field and should be represented @ 
agency conventions. This gives the ut 
derwriting department better under 
standing of the problems of the fiel 
and the agents get a better understant- 
ing of underwriting requirements. 

The character of the man power ha 
an important effect on the character 0! 
the risks submitted, he said. Propet 
selection of business begins in the field 
and there must be the right kind of se 
lector. The prospective agent’s past ret 
ord should be investigated, his character, 
habits and recreation. The use of it 
spection reports is advisable. 

Study of Agents 


The big opportunity for the agency 
and underwriting departments to get to 
gether is in the study of agents. The 
result of those studies can be used as the 
basis for educational work in the field. 
He told of some of the Pacific Mutual’ 
studies to discover what was at the bot 
tom of the high declination ratio of vet 
tain agents. The applications of o* 
agent, who had a 22 percent declination 
ratio, were practically all for $1,000. 
Eighty-six percent of the risks submitte 
were foreign born and many of them 
were illiterate. ce 

Sixty-three percent of the applications 
from another agent were on lives “ 
women of an industrial grade, about hal 
being between the ages of 50 and 63. 
The declined ratio was 24 percent. 


These special studies are made when f 


(CONTINUED ON LAST PAGE) 
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Sees New Era of 
Sound Management 





(CONTINUED FROM PAGE 1) 


But field problems occupied most of 
his paper. Agents’ incomes were con- 
siderably reduced in the depression. In- 
creased sale of annuities with lower 
commission rate was a factor, and also 
less national income, smaller average 
policies sold and higher percentage of 
term and other low-priced policies with 
lower commission scale. 

Data taken from 60 companies show 
frst year commissions decreased 50 
percent from 1930 to 1933, renewal com- 
missions, however, dropping only 22 
percent. Total compensation decreased 
39 percent, or much less than the slump 
in national income. The figures, he be- 
lieves, considerably overstate conditions 
among men producing normally from 
$100,000 to $200,000, the backbone of the 
field force. 

He discussed rewrites, saying he was 
not prepared to admit this practice was 
a mistake although popular opinion is 
against it. His company felt better ex- 
perience would result on rewrites than 
on heavily mortgaged policies, with 
rigid home office control according to 
formula. Lapse ratio on rewrites, how- 
ever, proved to be very high, in fact, 
about twice as high as on encumbered 
policies not rewritten. The practice 
though, has served to tide over agents 
in distressed agricultural areas, and 
especially older men. 


Discusses Financing Problem 


Mr. Arnold approached most of the 
subjects considered from the viewpoint 
of assistance to field men. Advertising, 
he finds, is of great help in raising the 
morale of agents. The financing of 
agents 1s a serious problem, especially 
since most of it has been secured by fu- 
ture renewals as well as first year com- 
missions. This has been no kindness 
to agents. 

_ It can be avoided, he said, by adopt- 
ing a plan consisting of making avail- 
able to agents at time of writing busi- 
ness the major part of first year com- 
mission, whether settlement be annual, 
semi-annual or quarterly, and whether 
cash or note. Good agents can be put 
to work and old agents retained by such 
method. The plan has been employed 
successfully by the Northwestern Na- 
tional, he said. 

Explains His Company’s Plan 


The company prepared a schedule of 
advances per $1,000 of new business, 
varying with kind of policy, nature of 
settlement, and, in case of older men, by 
paying a portion of current month’s re- 
newals. Premiums are remitted gross 
and first year commissions as they ac- 
crue are applied to offset advances, as 
are the portion of renewals not paid in 
cash. No new men are employed on a 
flat advance basis, but the schedule is 
used when financing is necessary. In- 
dividual agents’ accounts have not in- 
creasea, but in some instances have de- 
creased, 

Regarding revision of the plan of 
compensation, he said, if it is to be of 
enefit to agents it should be upward 
revision, or making available in a 
shorter period a larger proportion of 
commissions now received over ten 
years. 

There is little question that the cost 
- life insurance, both par and non-par, 
or some years will be higher. Larger 
contingency reserves must be built up, 
reed percentage of liquidity required. 

igher mortality probably will persist 
and investment return remain low. Mr. 
Arnold said in view of these factors he 
would hesitate to discard a plan of 
compensation of agents which has 
Served to build the business, and adopt 
one increasing agency costs. 

limination of mediocre producers 
se release much money now em- 
Ployed in home office costs and super- 
vision of these men. Where the com- 


Companies Writing Annuities 
Are Demanding Proof of Age 





IS AN ESSENTIAL ELEMENT 





Agents Often Not Fully Sympathetic 
With Request, Failing to Realize 
Significance 


The great influx of annuity applica- 
tions in the depression years has brought 
sharply to minds of home office officials 
the necessity of obtaining reliable birth 
data on applicants. It is obvious that a 
person making application for an annuity 
who gives an age older than actual will 
profit at the expense of the company, 
since the return advances steadily with 
increase in age at entry. 

All the companies are strict in their 
requirement of indisputable proof of date 
of birth, it was stated by Vice-president 
L. W. Morgan, in charge of the Pacific 
Mutual’s policy department, at a meet- 
ing of the Henderson general agency in 
Chicago. He said many agents fail to 
appreciate the necessity of securing such 
proof, and frequently become disgruntled 
when the company refuses to issue until 
proof is submitted. 


Methods of Proving Age 


However, in a number of states where 
vital statistics have not been maintained 
over a long period of years, it is not 
always possible to secure official records. 
In certain cases the companies are will- 
ing to accept such circumstantial evi- 
dence as is shown in family bibles, nat- 
uralization papers, church records, such 
as in the Catholic church where it is the 
practice to maintain careful records of 
birth; hospital records, applications for 
life insurance, marriage licenses, appli- 
cations for admission to, or other rec- 
ords of, lodges, clubs, etc. Mr. Morgan 
said in some cases automobile license 
cards will show date of birth, as will 
opticians’ records, pay-roll records in 
business, etc. 

The companies assume that a person 
who a number of years before gave in- 
formation as to his date of birth, would 
not at that time have given a false age 
with the thought later of taking an an- 
nuity. 

However, the companies must recog- 
nize that many elderly persons are hazy 
about their age, and often unintention- 
ally give the wrong age. Unless the 
companies were extremely careful in 
this respect the aggregate of extra in- 
come which they would unwarrantably 
pay out to annuitants probably would be 
a very large sum, Mr. Morgan said. 








failing to secure general adoption and 
sustained use of methods developed to 
make agents more efficient in intelligent 
selection of prospects and in sales pres- 
entations. Plans and procedures rec- 
ommended by home offices are more or 
less unrelated and confusing to agents. 
He recommended using a corps of field 
supervisors employed by home offices 
to teach agents how to sell. 





Agents Like Horse Fly 
on Radiator Cap: Moore 





There are many agents in the 
situation of that “most pathetic 
figure,” the horse fly sitting on a 
radiator cap, Vice-president C. I. 
D. Moore of the Pacific Mutual’s 
agency department said in a meet- 
ing of the Henderson general 
agency in Chicago. Such agents 
constantly “are lighting where 
there is no business.” Mr. Moore 
said the quality of resourcefulness 
is a tremendous asset for every 
agent selling life insurance in the 
field today. 














panies have fallen down, he said, is in 
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Gives Explanation 
of Canadian Pact 


J. G. Parker Tells of Agreement 
to Eliminate Overcrowd- 
ing in Field 


ADDRESSES CHICAGO MEET 


Dominion Companies Seek to Keep Out 
the Unfit and Throw Out the 
Unsuccessful Agents 


The explanation by J. G. Parker of 
the Imperial Life of the agreement 
amng Canadian companies, aimed at im- 
proving the quality of the field force in 
the Dominion, was closely followed by 
those attending the joint meeting of the 
Agency Officers and Sales Research Bu- 
reau in Chicago. Since the idea of im- 
proving the quality of the field force in 
this country is being emphasized so 
strongly today, the agency officers were 
much interested in the experiment that 
has actually been undertaken in Can- 
ada. 

In this country, the Canadian agree- 
ment is commonly known by only one 
of its features, that as to minimum pro- 
duction. Under that feature of the 
agreement, the contract of a new full 
time agent is not to be renewed unless 
he shall have produced $20,000 of new 
paid for business during the first con- 
tract year and $30,000 during his second 
contract year. If the contract of an 
agent is cancelled for nonproduction by 
one company, or if he resigns without 
having produced the required production 
quota, he may obtain a contract with an- 
other company, but if the second com- 
pany also cancels his contract for insuf- 
ficient production, then the agent is not 
to be allowed to obtain a contract with 
any other company until at least one 
year has elapsed. 


Procedure When Transferring 


If an agent had been in the business 
for one year or less, he should be called 
upon to produce $20,000 during the fol- 
lowing year, and if he had been in the 
business more than a year and not 
longer than:two he should be called upon 
to prodi¢e $30,000 during the following 
year. j XN 

If dn agent had his contract canceled 
in one company for any reason whatso- 
ever or resigned from such company, a 
second company should not contract 
with him until they have consulted the 
company with which he had been pre- 
viously under contract. 

The agreement was worked out by the 
joint committee, representing the Life 
Underwriters Association of Canada, the 
Canadian Association of Life Agency 
Officers and the Canadian Life Insur- 
ance Officers Association. That com- 
mittee has no authority to act nor has 
it mandatory power to compel action on 
the part of others. It is the liaison body 
serving the purpose of a forum for dis- 
cussion of problems and a place where 
solutions may be suggested. Among 
other accomplishments, the joint com- 
mittee has done much work in securing 
uniform agency licensing provisions in 
the various provinces. It arranged with 
the insurance superintendents for publi- 
cation of the lists of agents licensed. The 
committee secured the consent of the 
companies to have all recommendations 
for licenses completed by designated of- 
ficers at the home office of the commit-. 
panies. The committee keeps in touch 
with legislation regarding the agency 
and the business, and constitutes it- 
self a clearing house for complaints as 
to unethical practice. 


Ten Fundamentals in Sales 
Plan Cited by Bureau Man 


GIST OF LONG FIELD STUDY 


Miller of Research Organization Staff 
Makes Valuable Report in 
Chicago Session 


Ten principles to be followed in build- 
ing a sales plan, as developed in field 
studies by the Research Bureau, were 
discussed by Kenneth R. Miller of the 
staff at the joint conference of the bu- 
reau and Life Agency Officers in Chi- 
cago this week. He summarized the 
principles as: 

(1) A sales plan may have either 
qualitative or quantitative objectives. 

(2) To determine the objectives, the 
first step is analysis. 

(3) Successful sales plans are based 
on conditions in the individual company 
and are not a conglomeration of ideas 
used by others. 

(4) A good sales plan today combines 
what men need with what they want. 

(5) A sound policy in sales planning 
9 ta for the development of individ- 
uals. 


Short Programs Desirable 


(6) No one phase of a program should 
continue so long that men tire of it. 

(7) Ample time must be allowed for 
the plan to become operative. “You can- 
not change selling habits over night.” 

(8) Field testing is advisable where 
possible. 
(9) A good plan preserves the iden- 
tity and functions of the manager or 
general agent. 
(10) The specific tasks in the plan 
should be appealing as well as logical. 
Mr. Miller defined a sales plan as “a 
plan of merchandising coupled with a 
selling plan for the use of the agent.” 
This definition, he said, obviously goes 
beyond the much discussed highly or- 
ganized sales plans which were the bu- 
reau’s initial effort in this direction, and 
embraces any sales program having as 
its essential element a plan of merchan- 
dising and a plan of operation for field 
men. 
The purpose of any plan is to bring 
about definiteness in objectives and in 
methods used to reach the objectives. 
Under qualitative objectives there may 
be: Improvement in quality of new busi- 
ness, increase in average policy, em- 
phasis on profitable types of policies, 
cultivation of new or undeveloped mar- 
kets, withdrawal of unprofitable types 
of policies; under quantitative objectives: 
increase in total production, increase in 
average production of new men, increase 
in average production of established 
agents, increase in average production 
of special groups, such as leaders’ club 
members and members in higher brack- 
ets of production. 


Presents Suggested Plan 


Mr. Miller presented in behalf of the 
bureau a suggested procedure for build- 
ing a sales plan, the first step being to 
determine the objective—purpose to be 
achieved; second, physical setup of 
plan; third, build the. plan; fourth, to 
introduce it, and fifth, to organize the 
followup. 

It was found that companies which 
have met the problem of building a sales 
plan most fully are those whose efforts 
have been based not on what some one 
else has done, but rather on needs exist- 
ing in their organization or upon the 
relation their efforts may have to other 
agency department plans. In contrast 
with this he compared the popular 
method of ‘adopting any idea that had 
been developed and exploited success- 
fully by another company. 

A-pitfall to avoid is too much regi- 
mentation. Men rebel against require- 
ments in sales plans which attempt to 
organize them too well and decline to 





The matter of twisting has occupied 
(CONTINUED ON PAGE 20) 





Canada Speaker 














EUSTACE A. BROCK, Winnipeg, Man. 


E. A. Brock of Winnipeg, Man., sec- 
retary of the Great-West Life, was one 
of the featured speakers at the meeting 
of the agency officers in Chicago this 
week. Mr. Brock is an analyst and a 
student of the business, whose observa- 
tions are well worth while. 








dividual differences. A good sales plan 
today mixes what men need with a 
generous quantity of what they want. 
_Perhaps the soundest policy in plan- 
ning the sales campaign is to develop 
the most effective sales tools and meth- 
ods and teach managers how to use 
them; to coordinate these efforts with 
other agency department activities and 
make sure they are suitable to the type 
of organization and quality of man- 
power it employs. 

Another principle is to set a major 
objective and break it down in terms 
of current operating activities, no one 
phase to continue so long that the in- 
dividual tires of it. The good sales plan 
preserves the identity and functions of 
the manager or general agent and at the 
same time intensifies them. Some sales 
plans fail because they attempt to super- 
impose upon the men a plan expecting 
more from them than they can see them- 
selves doing in addition to what they 
consider their necessary daily activity. 
Many broad sales plans as well as plans 
of time control and direct mail have 
met resistance because of the direct im- 
plication that men were lazy. 

Another principle which perhaps has 
been neglected is that the specific jobs 
in the sales plans are not appealing as 
well as logical. To apply logic alone 
to the agent’s supervision is to court dis- 
aster. The men really want to have 
their jobs made easier and more pro- 
ductive rather than harder and more 
productive, Mr. Miller said. 


Mortgage Loan Situation Is 
Better, M. A. Linton Reports 


Evidence of improvement in the mort- 
gage loan situation is seen by President 
M. A. Linton of the Provident Mutual 
Life. He states that on mortgages held 
by his company, the total of which is 6 
percent less than last year, interest col- 
lections for nine months have increased 
by 2.8 percent over the interest figure 
in the same period last year. 

“Apart from payments resulting from 
the operations of federal agencies,” he 
notes, “there has been an increase of 11 
percent in the amount of principal pay- 
ments received from borrowers. There 
is also a noticeable increase of activity 


Riehle Amplifies 
Part-Timer Views 


Throws Some of Responsibility for 
Correcting Situation 
on Executives 


PART DUTY OF COMPANy 


National Association President Turns 
Thumbs Down on Sideliners ip 
Chicago Address 


It is the contention of organized 
agents that part-timers should not be 
allowed to operate in urban centers oy 
any basis—even on the theory that they 
are thus in training for full time cop. 
tracts, T. M. Riehle of New York, presi- 
dent National Association of Life Un. 
derwriters, told company officials at the 
Chicago joint meeting of the Research 
Bureau and Life Agency Officers. 

It is easy to make the mental reser- 
vation that a part-timer must become a 
whole-timer, or be eliminated. But once 
he has been employed it is difficult to 
get rid of him. It is far easier to make 
the decision originally not to employ 
such men. 

_The organized agents desire only to 
give men who stay in the business a 
chance to do a better job, and therefore 
to make a more reasonable living. 

Mr. Riehle continued his discussion of 
the vigorous campaign which he inaug- 
urated immediately after taking office: 


Three Main Problems 


“From the angle of the field, ‘coop- 
eration’ would mean a new and con- 
certed attack, in a reasonable, practical 
manner, upon what the field considers 
to be the three basic problems con- 
fronting it: (1) part-time agents in ur- 
ban centers, (2) elimination of obviously 
unfit agents, (3) selection of agents. 
There has been an almost unbelievable 
confirmation, both from field and from 
home office, of the fact that these are 
basic problems. You may be sure that 
the field will not wittingly do anything 
ill-advised in connection with their solu- 
tion. 

“T would not attempt to tell you what 
an urban center is; what a full-time 
agent is; what a part-time agent 1s; 
what the basis for elimination of agents 
should be, what the basis for selection 
of agents should be. I am quite certam 
that the efforts of the National Associ 
ation and its constituent units can be 
used to aid in the ultimate solution of 
these questions. 


Asks Executives Questions 


“Should it not be our attitude not to 
put a man into the business, unless we 
sincerely feel that he can make a better 
living than he has ever made before? 
Should we not protect our standard pro- 
ducers, who give us the vast volume 0 
our business, certainly our quality bus!- 
ness, and are we doing anything but 4 
kindness when we eliminate those who 
have demonstrated that they never can 
succeed? 

“While the argument is frequently 
used that many good men have come 
into the business through the part-time 
door, the answer, it seems to me, is that 
more men have been kept out of the 
business because of starting as part- 
time men, and deciding that the bus! 
ness is no good, because their only ex- 
perience with it has been as a side-line. 
“Should it not be our objective to see 
that those who remain with us are 
making a living? Have we not passed 








follow the plan except for brief periods. 
Sales plans ought to allow for the in- 


among prospective purchasers of real 
estate.” 


the time when it can be said that ‘it 
(CONTINUED ON PAGE 18) 
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Kenagy Appraises Value 
of Psychological Selection 





CAUTION MUST BE EXERCISED 





Research Is Making Progress, But for 
the Present, Sensible, Common 
Sense Program Is Indicated 





What he described as a sensible, pres- 
ent day program for companies and 
agencies that sincerely desire to improve 
man power was presented by H. G. 
Kenagy, assistant manager of the Sales 
Research Bureau at the joint meeting of 
the bureau and Life Agency Officers in 

' Chicago. | , 

He advised reducing pressure on new 

business volume and greatly increasing 

Ithe pressure on average earnings per 

ent. 

ay recommended setting up standards 

/ as to the necessary accomplishments of 
agents, eliminating those who do not 
come up to the standard. He contended 
if these steps were taken, morale and pro- 
duction will be increased, recruiting will 
be made easier and managers will be in 
a position to become selectors of men. 

Carefulness in recruiting and selecting 

| should be encouraged. Whatever the 


| value of the selection system employed, 
' if it slows up the process of making the 


contract, he contended, it will serve a 
useful purpose. Records show it takes 
more than twice as long to get the good 
producers in the business as it does to 
get the poor producers. Less time and 


© care is spent in selecting an agent than 


in the selection of a $5,000 policyholder, 
although the former risk is many times 
as great as the latter. i 

The process of early elimination of 
new agents should be followed. The 
first three months production gives the 
basis for elimination which is 90 percent 
accurate. Three months may be _ too 
long. Poor timber can often be elimi- 
nated in the early training program. 
Early elimination of the unfit should be 
accompanied by really good training and 
supervision for those who remain. He 
suggested experimenting in limited fash- 
ion with a compensation plan that would 
make it easier to attract good men to the 
business and make it easier for them to 
become established. 

Many leaders are advocating the sal- 
ary plan. Mr. Kenagy said there is no 
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reason why experiment along this line 
should not be conducted. He suggested 
that the company might select one or 
two of its better managers, give them a 
limited fund for use of hiring men on 
salaries and then see what happens. He 
said the bureau will be glad to assist in 
Setting up such a plan. - 

r. Kenagy recommended experi- 
menting with the psychological tools and 
measures which are now available. This 
experiment should be conducted in well 
managed agencies under proper supervi- 
sion. The research bureau will cooper- 
ate in this, he said, and will make the 
Statistical analysis later to measure the 
results secured. 

Mr. Kenagy opened his address with 
the statement that less than 25 percent 
of the managers and general agents are 
capable of attracting and retaining the 
right kind of men which the business de- 
Serves. His conclusion was that for the 
selection of agents, there must be better 
managers. 

Although the question of improved 
man power was given consideration dur- 
ing prosperous times, the importance of 
the subject was emphasized by the de- 
Pression, which gave evidence of the 
Costliness of unstable, poorly qualified 
agents. On the other hand it has been 
emphasized that agencies, operating on 
the quality basis, have improved the 
quality of the business, increased the av- 
erage earnings of the agents, lowered 
the lapse ratio, while maintaining or in- 
creasing volume. 

Furthermore, he cited the pressure 
from the field for limitation of the num- 
er of soliciting agents. He was ob- 





viously referring to the agitation started 
by the National Association of Life Un- 
derwriters under the administration of 
President C. Vivian Anderson and being 
carried on with great vigor under Presi- 
dent T. M. Riehle. He said that despite 
the decrease in volume, there are just as 
many agents in 1933 as in 1929. This 
lowers average earnings and has caused 
discontent among the rank and file of 
stable agents. 

Mr. Kenagy recalled that during the 
last few years, the research bureau, in 
cooperation with Dr. A. W. Kornhauser 
of the University of Chicago, has at- 
tempted to discover the extent to which 
new theories and technique can be used 
in the business and forecasting their suc- 
cess. He said the research is far from 
completion and the bureau has no selec- 
tion procedure to offer at this time. 

He referred to others who are work- 
ing along the same line, including Dr. 
E. K. Strong, Jr., of Stanford Univer- 
sity and Dr. Verne Steward of Los An- 
geles. 

The objective in this research is to 
substitute objective measurements for 
personal opinion. This is complicated 
by the human equation. A potentially 
good man may fall down because of 
poor supervision. Differences among 
managers must be taken into account. 

It is difficult to say just what is re- 





sponsible for an agent’s success, whether 
it was his natural fitness for tne job, 
proper training or motivation. 

Then there is the difficulty in check- 
ing up on results of any scientific selec- 
tion process. The question arises 
whether selection, training or supervision 
brought success or failure. 

Then there is the question of what 
constitutes success, whether it is a cer- 
tain volume, or earning a standard 
amount of money. 


“Epic” State Has Plan to 
Eliminate Life Insurance 





SAN FRANCISCO, Oct. 31.—Indi- 
cations in California are that the so- 
called Townsend Old Age Revolving 
Pension Plan, whereby the federal gov- 
ernment would provide some 8,000,000 
persons over 60 years of age a pension 
of $200 a month, will soon be a national 
issue. Reports from headquarters of the 
plan are to the effect that numerous 
congressmen have expressed favor with 
its objects and proposed methods of 
making it practical. 

The Townsend Plan is not now in 
operation. It is a proposal for the gov- 
ernment to adopt and operate. Towns- 
end Clubs are springing up in many sec- 
tions, according to Dr. F. E. Townsend 





of Long Beach, its founder, and an un- 
confirmed report is that these clubs now 
have more than 1,000,000 members. 

The plan calls for the payment by the 
government of $200 of dated money to 
persons without means of support over 
age 60. They must apply for the pen- 
sion and if they possess any property, 
it would be turned over to younger 
members of the family. Funds for the 
pension would be raised by a 10 per- 
cent national sales tax. The object is 
to remove persons from business ac- 
tivity at the age of 60, thus allowing 
younger persons to become permanently 
employed gainfully. By compelling the 
pensioners to spend every cent of the 
$200 during the current month, the the- 
ory is that the product of factories, 
services, etc., would be consumed and 
millions of persons returned to gainful 
employment. 

The plan, if adopted, would, it is esti- 
mated, probably bring about the wiping 
out of more than half of the life in- 
surance in effect in this country today. 

Explaining the Townsend Plan, a 
speaker in San Francisco recently 
claimed that the regional clubs formed 
already have a national membership of 
more than fourteen million. Dues are 
25 cents a year including dues in the 
national organization. This money is 
expended in promoting the plan. 
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IF NOT— 


THE MINNESOTA 


Do you know definitely—and exactly—how much work you should 
do—daily and weekly—to be sure of the income that you must get 


YOU OUGHT TO KNOW— 
AND YOU. CAN KNOW TOO! 


Minnesota Mutual has prepared a special individual Formula Form 
through which you can determine the question for yourself. 


A word will bring it to you 


Write 


Harold J. Cummings, Vice-President 


MUTUAL LIFE INSURANCE CO. 


Saint Paul 


MAKING 
A GOOD 
LIVING 


a 





a) 


— 











2) 














“~~ 


? 








2 


a) 











8 





THE NATIONAL UNDERWRITER 








November 9, 193, 














Double Indemnity Rates 
Expected to Go Up Jan. 1 





SEVERAL COMPANIES’ ACTION 





Determined to Place Clause on Pre- 
mium Basis Commensurate with 
Risk Assumed 





NEW YORK, Nov. 1.—Generally 
higher double indemnity premium rates, 
with closer approximation of the pre- 
mium to the risk involved, are among 
changes which some leading life com- 
panies are reported definitely to have 
decided on, probably to become effective 
Jan. 1. It is considered unlikely that 
there will be a separate double indem- 
nity premium rate for each age at entry, 
as differences in many cases amount to 
only a few cents per $1,000, the more 
probable course would be a rate chang- 
ing at five or ten year age intervals. _ 

It has long been known that the acci- 
dental death hazard is lowest around 
age 30, gradually decreasing from the 
somewhat higher figure of younger ages 
and then going up in a fairly regular 
curve after age 30. 

The joint committee of the Actuarial 
Society and the Life Insurance Medical 
Directors presented a report at the re- 
cent Washington meeting of the society 
which dealt in detail with the accidental 
death benefit, giving premium rates and 
reserves for the feature. The report was 
based on a long-term study of experi- 
ence of ten life companies doing the 
largest amount of double-indemnity 
business. 

The rates it proposes would produce a 
higher premium level than that now 
generally used, while at the same time 
adjusting rates to conform more nearly 
with the risk assumed, rather than a flat 
rate. 

The joint committee’s report dealt | 





only with the double indemnity coverage 





New Research Bureau Chiefs 











A. L. 


DERN 


W. W. JAEGER 


At the annual meeting of the Life Insurance Sales Research Bureau in Chi- 
cago this week, A. L. Dern, Lincoln National, was elected chairman of the board 
of directors and W. W. Jaeger, Bankers Life of Iowa, chairman of the executive 


committee. 








ending at ages 60 or 65, no rates being 
formulated for the older type of cover- 
age having no expiration date prior to 
maturity of the policy. 

The question of policy reserves for 
double indemnity contracts is not an 
easy one to decide, since it must be de- 
termined what account to take of future 
lapses. The joint committee’s rates are 
based on a zero lapse rate. 

An earlier report on the same subject 
was made at a meeting of the Actuarial 
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Specializing in Correct Solutions 
for Individual Problems 


Whether it’s a simple clean-up need or a many-sided 


"THERE'S A PLAN THAT FITS" 
Participating AND Non-Participating 
Standard Life and Endowment Policies 
Guaranteed-rate, minimum cost Estate Replenishment 
Retirement Income with Immediate Insurance 
Retirement Annuities and Life Annuities 
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Society last year by H. R. Bassford and 
J. J. Christman of the Metropolitan, on 
the basis of that company’s experience. 
The society then decided that the ques- 
tion merited an even more comprehen- 
sive study, which was undertaken by the 
joint medico-actuarial committee, of 
which Arthur Hunter, vice-president 
and chief actuary New York Life, is 
chairman. 
Is 


Anniversary 


Celebrated 


National Life of Des Moines Is Host to 
Agents and Friends on 
Natal Day 








DES MOINES, IOWA, Nov. 1.— 
The thirty-fifth anniversary of the 
founding of the National Life of Des 
Moines was celebrated this week follow- 
ing the conclusion of the first day of a 
sales congress. Agents from 12 states 
attended which was augmented by scores 
of Des Moines friends of President 
William Koch and the company. 

Clifford De Puy, publisher of the 
“Underwriters Review,” delivering the 
principal address, reviewed the history 
of the National Life from earliest begin- 
nings when the assets were estimated at 
$2,000; some score of policies in force 
and the officers living in fear lest a pol- 
icyholder should die and throw the com- 
pany into insolvency. Now, the Na- 
tional Life of Des Moines, after 35 years 
of existence, Mr. De Puy said, has 30,- 
000 policyholders; $60,000,000 of insur- 
ance in force; assets of $7,000,000 of 
which $1,500,000 is in bonds, none of 
which are in default either in principal 
or interest. There has been paid to 
beneficiaries and living policyholders in 
35 years the sum of $14,441,000; death 
claims have been paid to 7,500 policy- 
holders. The company operates in 22 
states. 


Gains in Present Year 


If the present rate of increase is main- 
tained Mr. De Puy said, the business 
written in 1934 will be 75 percent in ex- 
cess of that written in 1933. He lauded 
the excellent record made by company, 
its agents and the efficiency of his off- 
cers. His address was not only a his- 
tory of past achievements but contained 
a forecast for a bright future for the 
company. 

President Koch reported monthly 
gains in business for the year ranging 
from 45 to 154 percent. 

Others who spoke, bringing greetings 


=== 
Production Offensive of 
Reliance Life Is Related 








SPARVER EXPLAINS THE Pray 








at a critical time. Be brief. Hand him 
the pen and application to sign. 

5. Close the business. Try at least 
three times. If this is impossible, thank 
the prospect courteously for his time, ask 
him for the name of a particularly good 
friend who might be interested. If pos- 
sible, try to develop one or more pros- 
pects from each turndown or sale. 








Technique of Delivery 


6. On delivering the policy, be sur 
to have a letter similar to the one used 
in your presentation prepared for his 
signature. Have him sign it and inset 
it in the policy envelope in your pre 
ence. To -revent lapse of this polit 
have the following typed on the poli 
envelope before delivery: “This poli 
guarantees Mary Smith $100 a month {0 
one year. It will give her time t 
think.” 

The production offensive has had tit 
effect of making the men aggressive. 
The sustained results of the Reliance 
Life to date in 1934, he said, were the 
result of recognition of the need and 
purpose sought by most of the men, 4 
sound central theme or course of ac 
tion, active participation in the plan for 
everybody, not too frequent periods 0 
intensive action, relatively short periods 
and well regulated frequency, one sales 
idea that can be used by all men and 
promotion of a field-tested plan as suc 
cessfully used by some part of the of 
ganization. 
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and congratulations were Mayor Dwight 
N. Lewis of Des Moines; E. W. Clark F 
Iowa insurance commissioner; Henry > i 
Nollen, president of the Equitable Life F 
of Iowa. Mr. Nollen voiced the com 
gratulatory sentiment of other insurance 
companies of the state. 

i 


Names Mishkin-Levey Agency 


The Eastern Life has appointed the 
Mishkin-Levey Agency as general agents 








in New York City. 













MAJ! 

Agency Officers Are Told How Sus. 
tained Annual Campaign Was a 

Mapped and Conducted 

E. C. Sparver of the Reliance Life, jn 
addressing the joint meeting of thie. LA 
Agency Officers and Sales Researc) i impo! 
Bureau in Chicago, told how the agency  thres 
forces of his company were brought oy I bY C 
of their 1933 lethargy by the company’; & SU‘! 
sales plan for 1934, known as the “pro. fe SU88' 
duction offensive.” Production quota fe 244" 
were aranged, after the agents had ind. [eo 5! 
cated what they thought they could a.  °X 4 
complish. Then the field was imprese fe CO™E 
with the fact that the company objective [me {f°™ 
must be attainable and secured. He preli 
went into detail as to the setting up of i ™ 
the plan and conducting it. Cour 
A monthly income sales idea, cover. orga: 
ing the presentation of $100 a month for state 
12 months, was emphasized. It was en- dent 
titled: “Two minutes to close.” There eral 
are six steps in the presentation: fied 
Brevity Is Emphasized man 
1. Introduce yourself and hand the yoo 
prospect the rate sheet. Let him stuty retat 
it a few moments and then deliberately cath 

take it away from his hands. 

2. Hand your prospect a letter. Let A 
him read it. Keep quiet. 0: 
3. Take application and fountain pen ing 
from your pockets while he is thus oc § miss 
cupied. soci 
4. When he has completed the letter, B choy 
tell him you feel sure he wish to leave F7 dep: 
his widow well provided for. Explain F 7 with 
how the plan will do this. How it will F tos 
for example, provide his wife $100 com 
month for 12 months if anything should whe 
happen to him. Ask his aid and stress it i 
the low daily unit cost to him. Stress adv 
the value to his wife of such income we 
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Michigan Advisory Council 
Confers With Commissioner 





MAJOR PROBLEMS REVIEWED 





"E New Organization, Intended to Bring 


About Closer Cooperation, Holds 
First Meeting 





LANSING, MICH., Nov. 1.—Many 
important life insurance issues were 
threshed out at the first conference held 
by Commissioner Gauss with his life in- 
surance advisory board, formed at the 
suggestion of the commissioner in an 
address in Detroit last April, consisting 
of six managers or general agents and 
six agents, each representing a different 
company, half from Detroit and half 
from the remainder of the state. At a 
preliminary conference the insurance 
men selected the Life Underwriters 
Council as the name for the advisory 
organization. C. A. Macauley, Detroit, 
state agent John Hancock, past presi- 
dent of both the Associated Life Gen- 
eral Agents & Managers and the Quali- 
fied Life Underwriters, was made chair- 
man and H. B. Thompson, Detroit, 
executive secretary of the managers’ and 
underwriters’ organization there and sec- 
retary-treasurer Michigan State Asso- 


' cation of Life Underwriters, secretary. 


Aid Societies, Unlicensed Carriers 
One of the most difficult matters fac- 


' ing the department at present, the com- 
i missioner said, is controlling mutual aid 
| societies and the unlicensed carriers that 


show themselves from time to time. The 


' department proposes to deal vigorously 


with such organizations and would like 
to scotch their activities before they be- 
come well established in this territory, 
wherever possible. In order to do so 
it is necessary that the department be 
advised immediately of the appearance of 





such organizations in the state. Life in- 
surance men in general and the mem- 
bers of the council in particular can be 
of real service, he said, by reporting 
them promptly. 

The commissioner also sought the 
opinion of council members on the sug- 
gestion to place the insurance depart- 
ment under civil service, a proposal that 
met with hearty approval. 

Mr. Gauss brought up four cases of 
abuse of the counsellor’s license privi- 
lege that have been reported to the de- 
partment and are under investigation. 
He said that he is not convinced that 
the counsellor’s license provision of the 
law is undesirable, as many insurance 
men have maintained. but added that 
regulation is difficult. 


Protection of Beneficiaries’ Interests 


In discussing the contention of Mich- 
igan insurance men that the Michigan 
law does not adequately protect the 
beneficiaries’ interests in life insurance 
proceeds and equities, the commisisoner 
remarked that Michigan’s exemption 
laws for the protection of the benefici- 
aries are not as advanced as those of 
some other states.. Secretary Thomp- 
son is now completing a digest of the 
exemption laws in this and other states. 

The perennial problem of agent licens- 
ing was discussed, together with the as- 
sociations’ plan for a probationary li- 
cense until the agent can show a satis- 
factory record for his first year in the 
business. The consensus was that it 
should be given more study and should 
be presented at the state association 
meeting in Jackson next month for fur- 
ther consideration. 

Managers and general agents attend- 
ing were C. A. Macauley, John Han- 
cock, and H. E. Van de Walker, Ohio 
State, Detroit; J. L. Livingston, Frank- 
lin, Grand Rapids; P. J. Crandall, Amer- 
ican, Jackson, and P. C. Burns, Manu- 
facturers, Saginaw. Agents present were 
F. J. Little, Massachusetts Mutual; H. 
B. Knaggs, New England Mutual, and 
H. T. Eastham, Travelers, Detroit; J. 





Research Bureau Offering 
Great Scope, Linton Says 





FINE AVENUE OF ACTIVITY 





Provident Mutual President Reports as 
Executive Committee Chairman 
in Chicago Meeting 





Progress of the Life Insurance Sales 
Research Bureau in the year was re- 
ported by President M. A. Linton of the 
Provident Mutual as chairman of the 
Research Bureau executive committee, 
at the joint meeting in Chicago with the 
Life Agency Officers. 

He said as the record of the last five 
years is reviewed and the increasingly 
favorable attitude of the public toward 
life insurance observed, one realizes that 
the existence of the Research Bureau 
is merely another example of the fore- 
sight of life insurance men. “Its impor- 
tance today far transcends what could 
have been pictured even five years ago,” 
he said. “In our contact with the pub- 
lic we can point with pride to the fact 
that life insurance is the only business 
on this continent which has created and 
maintained an association, the sole pur- 
pose of which is the study of its sales 
problems. * * * We have in Hartford 
a group of young men and women who 
do their work on a truly professional 
basis and who are giving back to us in- 
formation and material which we are 
rapidly coming to regard as essential to 
the successful conduct of our companies. 

“Current conditions greatly emphasize 
the importance of the bureau’s work in 
the field,” Mr. Linton said. During the 
coming winter public attention will be 








A. Pino, Mutual Benefit, Lansing, and 
Clarence Yates, New York Life, Ann 
Arbor. 





focused on life insurance by discussion 
ot ways and means of dealing with the 
financial consequences of unemployment, 
old age and illness. He said, “If there 
ever was a time when the field repre- 
sentation of life insurance companies 
should be on a high plane, it is in the 
years immediately ahead. It is my hope 
that this meeting will accelerate the 
steps in that direction and bring in- 
creased interest in the possibilities of 
progress through our cooperative organ- 
ization, the Research Bureau.” 


Interesting Problems Studied 


Research has been concentrated on 
the problems of developing proper field 
representation and during the last two 
years studies have been undertaken, one 
recently published on the relations of 
early production to eventual success in 
selling life insurance, both in Canada 
and the United States, and the other on 
possibilities of psychological measure- 
ments for improving selection of agents. 

The bureau also has done consider- 
able research on the subjects of trends 
in types of contracts sold, persistency 
of replaced business, costs and results 
of various types of advertising and sales 
promotion effort, agency costs, contracts 
and compensation, and most recently the 
interesting buyers’ survey conducted by 
the Curtis Publishing Company in co- 
operation with the bureau and at its 
suggestion. 

Mr. Linton touched on the fine work 
done by the bureau’s agency manage- 
mient schools conducted throughout the 
country under the direction of H. G. 
Kenagy. 


Durgom Joining Metcalfe 


J. A. Durgom has joined the A. R. 
Metcale agency of the National Life. of 
Vermont at Newark, as agency super- 
visor. For three and a half years he 
has been a consistent producer with the 
Massachusetts Mutual in Newark, turn- 
ing in an impressive paid-for volume. 





YEAR - 








Julian Price, President 





"HE JEFFERSON STANDARD IS PLEASED TO REPORT A GAIN IN 
INSURANCE IN FORCE DURING THE THIRD QUARTER OF THE 
- GIVING THE COMPANY A SUBSTANTIAL INCREASE 
OVER THE AMOUNT IN FORCE AT THE END OF 1933. 


THE TOTAL AMOUNT OF INSURANCE NOW IN FORCE IS 


$311,000,000.00 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


GREENSBORO, N. C. 





A.R. Perkins, Agency Manager 
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Four Sales Admonitions Are 
Made by Dr. J. A. Stevenson 





CHICAGO ASSOCIATION TALK 





Famed General Agent and Educator 
Touches on Education, Buyers’ 
Survey Just Finished 





In an inspired address, J. A. Steven- 
son, home office general agent Penn Mu- 
tual and internationally known life in- 
surance educator, uttered four admoni- 
tions to life agents at the monthly meet- 
ing of the Chicago Association of Life 
Underwriters. Operate on schedule, he 
urged; have a high potential, sell retire- 
ment income contracts and forget in- 
flation. 

Dr. Stevenson quoted Victor Hugo in 
emphasizing the dominating thought of 
the American people today, assured in- 
come. “Victor Hugo wrote, ‘And the 
misery of an old man is of interest to 
no one,’” Dr. Stevenson said. “I am 
for life insurance that carries through. 
One of the definite trends today is selling 
retirement income policies. It is one 
of the big things. I am a strong be- 
liever in it. It is impossible for a young 
person to comprehend how much even a 
mere $25 a month can mean to an old 
person. The endowment at 60 or 65 is 
ideally suited for the purpose. 


Income Problem Paramount 


“Let’s not forget this income problem. 
Ask parents if there are any hazards to 
their estate plan. Children are hazards 
to the permanency of any estate. A 
widow is susceptible to the plea of her 
son for a little money for this or that 
emergency. If she gives in even once, 
he will live a life of continuous emer- 
gencies. 

“I want to fix estates so that it won’t 
be necessary for any of the relatives to 
take their valuable time in investing the 
life insurance proceeds for the benefit 
of the widow, or to give up their jobs 
and go to live with the widow so they 
can better supervise the estate for her. 
Oddly enough, one of the favorite places 
that widows go for advice on investments 
is their ministers, for reasons which I 
cannot fathom.” 

Dr. Stevenson said that one of the 
cardinal principles of successful life in- 
surance selling is to operate on schedule, 
to prepare a proper work program and 
stick to it. The test of a life agent is 
whether he has the fortitude to do so. 


High Potential Demanded 


An interesting physical phenomenon 
which life agents can take as a fine ob- 
ject lesson, is that when two electrically 
charged bodies, one of high potential 
and the other low potential, are brought 
close, a spark flashes from the first to 
the second body. Many agents go into 
an interview without any real enthu- 
siasm, without genuine interest in the 
prospect’s problems. 

“I believe in the right kind of pres- 
sure, preceded by a definite proposal for 
the man’s own good,” he said, “but I be- 
lieve that there has been nothing more 
harmful than the constant haranguing of 
agents to put on more pressure in their 
selling. 

“Agents must have an intrinsic belief 
that life insurance is the only way out 
for the prospect or client, that it is the 
only way to make certainties out of un- 
certainties. And it is the only way out. 
That was never truer than today. 


Advises Simple Sales Plan 


_“I_ believe in a definite sales plan, a 
simple plan of presentation. It is the 
simple things that go over today. 

“A great many agents are worrying 
about inflation. Their prospects bring 
up the subject. The agents are drawn 
into arguments and perhaps placed on 
the defensive in attempting to prove that 
life insurance still is a good thing to buy 





Holleman to Washington 
for Home Life, New York 











V. W. HOLLEMAN 


V. W. Holleman has been appointed 
general agent at Washington, D. C., of 
the Home Life of New York, succeed- 
ing H. R. Bryarly, who resigned because 
of his health after 20 years in that post. 

Mr. Holleman started in life insurance 
with the Home Life in Mississippi, his 
home state, in 1927, after completing his 
studies at Millsaps College in Jackson, 
Miss. He became one of the ranking 
personal producers of the Home Life, 
a member of its President’s Club, and in 
1930 was appointed supervisor of agents 
in the Whitten Agency at Jackson. He 
is a past president of the Mississippi 
Association of Life Underwriters. 

In 1933, Mr. Holleman was called to 
the home office as agency field assistant, 
traveling among the agencies country- 
wide in recruiting, training and produc- 
tion work. The Washington agency. of 
the Home Life is one of its leading of- 
fices, located at 330 Shoreham building. 








am for positive thinking and not nega- 
tion. am not concerned over the 
60-cent dollars, for life insurance dollars 
always are emergency dollars. 

“There is another problem facing the 
people—education. They want to give 
their sons and daughters the best ad- 
vantages in meeting life. Education 
never should be at a premium. The 
times have changed. There is a little 
more needed than in the past in facing 
the world. Life insurance bought for 
educational purposes serves to indicate 
to the children their responsibilities. We 
must emphasize to parents the impor- 
tance of getting children to pay even a 
little of the premium on their policies. 
Character is made during crises. Kites 
rise higher the harder the wind blows. 


Buyers’ Survey Significant 


“T am very enthusiastic about the re- 
sults of the Curtis Publishing Company 
buyers survey. It points to the fact 
that we are entering one of the greatest 
eras, perhaps the greatest, in American 
life insurance. It has met all tests, and 
all obligations, and it stands firm. It is, 
I believe, America’s greatest contribu- 
tion to humanity and the happiness of 
mankind.” 

I. B. Jacobs, vice-president: of the as- 
sociation, presided in the absence of 
President T. F. Lawrence, manager Re- 
liance Life, who was indisposed. Joseph 
C. Behan, second vice-president Massa- 
chusetts Mutual; H. G. Schafer, general- 
agency supervisor John Hancock, and 
Frank H. Davis, vice-president Penn 
Mutual, were guests and spoke briefly. 

Lynn Broaddus, Acacia Mutual man- 
ager and chairman community fund com- 
mittee, introduced Clarence Randall, 





in face of inflation. Forget inflation. I 





vice-president Inland Steel and chairman 





Home Office Underwriters’ 
Program for Fall Meeting 














NEW YORK, Nov. 1—The Home 
Office Life Underwriters Association has 
announced its program for its fall meet- 
ing at the Waldorf-Astoria Hotel here 
Nov. 8-9, and for the occupation com- 
mittee meeting Nov. 7: 


Wednesday, Nov. 7 
OCCUPATION COMMITTEE 

Chairman, Morris Pitler, Mutual Life. 

Liquor Industry— Problems encoun- 
tered in underwriting risks connected 
with the retail sale of alcoholic bever- 
ages. 

Prepared Discussion—J. H. White, New 
York Life; C. F. Cross, Lincoln National; 
Cc. L. O’Brien, Minnesota Mutual; W. H. 
Lockey, Life of Virginia; O. F. Weis, 
Metropolitan Life; A, P. Morton, Manu- 
facturers Life. 

General discussion. 

Afternoon 


Chairman, Roy F. Edwards, Pruden- 
tial. 

Bootleg Coal Miners, Harold Davies, 
Equitable of New York. 

Geophysical Exploration for Oil, H. G. 
Glenn, Mutual Life. 

Recent Occupation Mortality Statistics, 
R. J. Vane, Metropolitan. 

The Occupational Underwriter — His 
Training and Qualifications, R. F. Ed- 
wards, Prudential. 

Thursday, November 8 
Morning Session 
Presidential Address, W. H. Dallas. 

Business Session. 

Uniformity in Underwriting, Harold F. 
Larkin, vice-president Connecticut Mu- 


tual Life. Prepared discussion by J, p 
Williamson, assistant actuary, Canady 
Life. 

Underwriting Small Policies, Valentin, 
Howell, associate actuary Prudential 
Prepared discussion by H. R. Laurie 
chairman underwriting committee, Lon. 
don Life. 

Afternoon Session 

Relations Between Agency and Under. 
writing Departments, L. W. Morgan, vic. 
president Pacific Mutual Life. Prepare 
discussion by Ross B. Gordon, vice-preg. 
dent and supervisor of applications Stat, 
Mutual. 

An Ancient Problem in Selection, H, 5 
Jackson, actuary National Life of Ve. 
mont. Prepared discussions by Mori 
Pitler, statistician Mutual Life of Ney 
York, and W. H. Lockey, manager ney 
business department Life of Virginia, 


Friday, November 9 
Morning Session 

Underwriting Reinstatements, Cecil 7 
Cross, underwriting secretary Linco) 
National Life. Prepared discussion by 
R. F. Tull, secretary Fidelity Mutyi 
Life. 

Underwriting Replacements, R. C. \t. 
Cankie, associate actuary Equitable Lit 
of Iowa. Prepared discussion by R.§, 
Rust, secretary Union Central Life. 

An Informal Talk on Current Topics in 
underwriting, Dr. Arthur Hunter, vice. 
president and chief actuary New York 
Life. 

Afternoon Session 

Chairman, L. M. Robotham, Travelers, 

Case Clinic. 








Contends Vision Needed in 


Conservation of Business 





(CONTINUED FROM PAGE 1) 


but increase of business in force. There- 
fore, he contended, records should be 
compiled on the increase in business in 
force or steady progress in one direc- 
tion. In that way the impression would 
be created that the most valuable man- 
agers and agents are those who con- 
tribute most to the growth. He said 52 
out of 63 honor rolls that he recently 
inspected were based on some aspects of 
new business production, while only 11 
had any reference to real business 
building. 

A big problem has been to find a sat- 
isfactory measure of conservation effort. 
In the Great West Life a composite in- 
dex of six factors has been devised. 


Those factors are: Net lapses and for- 


feitures, net surrenders, net surrenders 
for cash, ordinary loans, loan repayments 
and premium collections. } 

Mr. Brock approached the subject of 
compensation of agents. He tackled the 
subject by asking questions. 

“Why not,” he asked, “pay say 25 per- 
cent first year commission instead of 50 
percent or 60 percent and 25 percent 
second year and perhaps 20 percent third 
year, etc., the scale having a present 
value equal to or slightly greater than 
the present value of current scales? Also 
pay a higher scale for those units of 
business which are known to persist bet- 
ter. It might be advisable also to pay 
no commission or a modified commis- 
sion on quarterly business until all four 
quarters are paid.” 

He said it is probably unnecessary to 
pay renewal commissions for a longer 
period than is done-now, provided the 
incidence of the commission during the 
first seven years is rearranged. 

Another question is how equitably to 
compensate directly the agent who gives 
the service that the company wants him 








trades and industries division community 
fund drive, who appealed for the life men 
to go over the top on their $30,000 quota. 
C. B. Stumes, general agent Penn Mu- 





tual, introduced Dr. Stevenson. 


to give to orphan policyholders, espe- 
cially where he succeeds in conserving 
business that would otherwise be lost. 
He prophesied that some day new 
business will be selected by the under- 
writing department with a view to its 
persistency just as it is at present se 
lected with a view to its mortality. 
As to twisting, he said, there is 10 


other effective way to prevent it tha} | 


for the companies to stand resolutely 
together and sacrifice the present tem- 
porary advantage for the future and per- 
manent good of the business. 





ge Reabiasea re OTTO 





So long as companies permit the dis 


turbance of their own business by theit P 


own agents, without adequate restric: 
tions, he said it would be difficult to 
convince the field men that the com 
panies are in earnest about the inte- 
company agreement. It is the spirit 0 
the agreement distinct from the lett 
that is really the most potent force i! 
that activity. Conservation-mindedne 
throughout the whole organization 
each company and the whole institutio 
of life insurance is desired. } 

The ideal is to maintain a blanket 0 
protection over the largest posible nut 
ber of homes and of human ambition. 

Action is urgently necessary. Public 
resentment is likely to burst into flame 
unless correction is made. The public 
gets the impression the companies att 
making a profit at the expense of laps 
ing policyholders. 

“Building up,” he concluded, “does 
not mean merely the writing of new 
business—the piling up of brick upo 
brick—but it includes the concurrent ct 
menting together of those bricks wi't 
the mortar of conservation effort so that 
the institution of life insurance may 
stand four square against all the winds 
of adversity and may continue to give 
shelter to all those who seek its pro 
tection.” 


Returns to Greensboro 


A. W. McAllister, Jr., son of A. W. 
McAlister of Greensboro, N. C., chait- 
man of the board of the Pilot Life, who 
has been engaged in life insurance wor 
in Washington, has returned to Greens- 
boro where he has become connecte 
with the L. Watts Norton agency © 





the Northwestern Mutual Life. 
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Holcombe Reviews the Agency Year 


(CONTINUED FROM PAGE 4) 





poards and radio. — The potential effect 
on agency affairs is very great. 
He predicted in the near future 
agency officers will be given a broader 
goal than mere sale of new business. 
They will receive an outline of com- 
any objectives and policies into which 
they will fit their own departmental ob- 
jectives and policies. In too many com- 
panies, the senior executives or direc- 
tors urge agency officers to get more 
business and do little else to direct the 
thinking and acting of the agency forces. 
Despite the necessity for “trouble 
shooting” on the part of agency officers, 
there has been much progress in genu- 
ine agency planning. However, there 
has been little progress in the direction 
of budgeting agency activities. 
Genuine Agency Planning 


The need for better training of the 
personnel in the agency department of 
the home office has been emphasized. 

The idea is gaining force that com- 
panies will make more successful gen- 
eral agents if they train them within 
their own ranks. 

There has been a tendency to remove 
many of the differences between gen- 
eral agency and branch office operations. 
The general agent is losing much of his 
status as an independent contractor. He 
receives much assistance from his own 
office. He is taught how to handle his 
finances more carefully. He is visited 
by home office people for a careful sur- 
vey of his affairs. The home office 
makes available to him all sorts of in- 
ducements for training and stimulation 
of agents. He is aided and directed by 
the home office more than before. This 
means a growing centralization of au- 
thority in the home office. 


Manager Is Given Leeway 


On the other hand, the branch man- 
ager has been given more opportunity 
for the use of individual judgment. There 
seems to be a constant development to- 
wards combining the advantages of each 
system. 

The contractual relation with general 
agents and managers has been scruti- 
nized. The idea has grown that the 
contracts do not pay for what the com- 
pany wants its managers to do. Today 
an increasing number of companies are 
beginning to compensate for quality of 
business, Attention has been given to 
the idea of adapting in some way the 
debit plan of industrial insurance to or- 
dinary. 

The remuneration plan for agents has 
been widely discussed. Many officials 
favor a well controlled experiment for 
remunerating new agents on a basis 
which will counteract the tendency of 
his commissions to lag behind his sales 
because of deferred premiums, The idea 
has been suggested that the company 
should shoulder more of the risk attend- 
ant upon commencement of a life in- 
Surance selling -career. 

Some companies have already under- 
taken to put the remuneration to agents 
On a scientific basis. Some’ companies 
Pay on the basis of $10 per thousand 
with modifications for certain plans such 
as term. 


Intensive Development 


; There has been a trend toward more 
intensive development of territory as 
against a wide and thinly spread organ- 
ization. Furthermore companies are en- 
Couraging their general agents to con- 
ne their agency building efforts either 
to a territory immediately joining their 
agency or where jurisdiction is over 
Wide expanses of territory, to concen- 
trate on the more desirable towns. 

There has been a clear movement to 
Combine agencies. Some companies are 
lone a central collection office for se- 
ection of all premiums in a certain city 
~ experiments are being made to col- 
ct in one city the premiums formerly 
Collected in several. 





There has been a continuation of the 
trend for companies to maintain several 
agencies in the larger cities. He pre- 
dicted that the plan of having only one 
agency in each large city is likely to be 
abandoned by all companies. 

There has been an increase in the 
number of small agencies. Personal 
production by the agency head is often 
a financial necessity. Agencies are started 
with a personal producing general agent 
whose operations are on a “pay as you 
go basis.” This represents a conserva- 
tive attitude. 

There is a better understood challenge 
to agency officers to show a sound re- 
turn on the money invested in agency 
activities than ever before. There 1s 
recognition of the need for budgeting 
agency investment as laying the foun- 
dation for working out of a simple 
means of measuring the return from 
capital invested in agency operations. 

Financial supervision of agencies has 
been carried forward and many general 
agents today are better business men. 

Many home offices are putting greater 
pressure on their managers for sound re- 
sults and as a result some men are 
being forced to relinquish positions of 
management. 

Mr. Holcombe estimated that on Aug. 
1, 1934, there were 196,000 agents in 
the United States and Canada. A year 
previously the figure was estimated at 
205,000. He estimated the reduction in 
brokerage contracts was 7.8 percent. 


Attention to Older Men 


Greater attention has been paid to 
the older men. Better equipment has 
been created for his assistance. There 
has been an improvement in prospecting 
technique, better time control plans, 
more practical sales talks and more fre- 
quent coaching on the job. The older 
man has shown improvement during 
1934. 

“Are we really reaching the point 
where we will demand that agents do 
those things which we know are re- 
quired to bring about success? It be- 
gins to look so,” he said. 

He expressed the belief that the mad 
campaign to hire all the agents possible, 
which was in evidence a year ago, is 
not quite so pronounced today. A bet- 
ter balance is being struck. There is 
a recognition of the fact that on the one 
hand, a new man must be hired to keep 
the number of the sales force level and 
on the other hand, that it is profitless 
prosperity to hire so many men that not 
any of them can be given enough at- 
tention to have more than a remote 
chance of success. 

There is a decided drift away from 
mass recruiting. “If we can ever reach 
the point where a company can develop 
in its agency builders the idea that only 
those men should be hired to whom can 
be given Theodore Roosevelt’s ‘square 
deal,’ perhaps we shall be headed in the 
right direction,” he said. 

Recruiting Younger Men 


There has been a clear trend recently 
to go after younger men because of their 
smaller requirements in income and 
there is evidence that the agency build- 
ers have begun seeking new agents 
among employed rather than unem- 
ployed. There is greater interest in hir- 
ing women agents. 

Mr. Holcombe referred to the demand 
on the part of the field force that what 
sales there are today should be avail- 
able to a smaller number of agents. 
That conclusion is also widely held 
among home office executives. A rem- 
edy, he said, seems more likely than at 
any time since the subject was first dis- 
cussed, “which was certainly before the 
careers of most of us began.” ; 

He referred to the conclusion which 
the bureau reached this year that a new 
agent who does not produce in his first 
three months, should be eliminated. 

Some companies and managers are 











conducting training courses for the help 
of the better men only. They go on the 
theory that a better investment of $500 
or $5,000 can be made if the money is 
used to improve potentially successful 
men rather than to be spread over the 
whole agency force. He warned against 
switching the plan to the extreme of 
producing a course suited to too small 
a group of men. 

There seems to be a trend away from 
regimentation, giving more opportunity 
for development of the agent as an in- 
dividual. 

The rewriting problem has been in- 
creasingly well handled during the year. 
He referred to the report of the Re- 
search Bureau on the high termination 
of rewritten business. There has been 
marked improvement in the records of 
business saved from twisting through 
the cooperation of the signatory compa- 
nies and there has been constant educa- 
tion of field men by home offices. He 
expressed the belief that the better rec- 
ord in insurance in force is traceable in 






part to the diminished amount of 
written and replaced business. 


Today there is not much regarding 
conservation which is not both under- 
stood and admitted. The next step is 
to secure sound action on those accepted 


beliefs. Contractual relations play 


important part in this problem and he 
predicted the day is not far distant when 
persistency will be rewarded far more 
effectively than now. The idea of under- 


writing for persistency was given 
petus during the year. 
of business through policy loans 


been checked and a vast amount of past 
loans have been repaid. The conserva- 


tion outlook is encouraging. 





App-a-Week for 300 Weeks 


Two Kansas City Life representatives 


—John Huckstep of Missouri, and F 
Kinder of Washington—have been 


the App-a-Week roster for more than 





300 weeks. 
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Remember the Boung Man 


Make him your POLICY- 
HOLDER and as the years pass he 
will be a PROSPECT worth having. 











He 


your 


will appreciate 


cooperation 


in dealing with his 


life insurance prob- 


lems. 





Home Office - 


The Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 


Newark, New Jersey 
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Problems Before Agency Officers 


THE ASSOCIATION OF LIFE AGENCY OF- 
FICERS held its annual meeting this week in 
Chicago. At one time the agency execu- 
tives created almost all the news in insur- 
ance. But little came from the investment 
side of the business. The actuaries kept in 
the background as did the underwriters. 
The administration of legal reserve com- 
panies was not a vexatious job. With the 
stress of the times, however, the agency 
men have been pushed off the stage be- 
cause the other departments of companies 
were sorely tried with problems of a most 
serious nature. Perhaps the agency officers 
may be styled “the forgotten men.” They 
have had a most important part to play in 
their particular line, even if every depart- 
ment of the company relatively had graver 
issues. 

With production lagging and the big 
agency turn-over, many questions confront 
the agency. executives. Perhaps they have 
not realized just how far their work per- 
meates the other departments of their com- 


panies. Dr. HENRY WIREMAN COOK, vice- 
president and medical director of the 
NORTHWESTERN NATIONAL LIFE, in a recent 
address before the AMERICAN Lire Con- 
VENTION told how agency selection was 
having a very direct effect on mortality. 
President RIEHLE of the NATIONAL LIFE 
UNDERWRITERS ASSOCIATION, in ringing 
tones, condemns the unfit agents that are 
in the field. He declares with emphasis 
that the actual sale of life insurance is the 
most poorly handled transaction. That may 
be an exaggeration. Nevertheless the agency 
officers who have not had as they should, 
the counsel, help and encouragement of 
other officials because the latter have been 
so busily concerned themselves, need to 
give the subject of production and those 
who produce, their most prayerful and care- 
ful attention. There is something wrong 
in the field and some action is certainly 
necessary. All departments of a company 
should be profoundly concerned with the 
agency problems. 


W. J. Graham’s Fine Contribution 


WiiaM J. GRAHAM, vice-president of 
the Eguitasie Lire of New York, is a use- 
ful man, not only to his company but to the 
business. He has recently been elected 
president of the INSURANCE INSTITUTE OF 
AMERICA, the educational enterprise, he 
having served as a governor for some years. 
He is president of the AMERICAN MANAGE- 
MENT ASSOCIATION, a very lively and ener- 
getic body dealing with corporate manage- 
ment. He was the first chairman of the 


Group ASSOCIATION, composed of the lead- 
ing companies writing group insurance. He 
is a member of a number of actuarial and 
mathematical societies. In connection with 
his regular work he wrote a book, “The 
Romance of Life Insurance,” which still is 
very good reading. It is men of the type 
of Mr. GRAHAM, who give much of their 
time and thought to the general welfare, 
who become leaders in their field and 
contribute a great deal. 


Licensing the Advisors 


THERE are so-called “actuaries,” “life 
insurance counsellors” and “life insurance 
advisors,” that pretend not to write insur- 
ance but give counsel to assured on their 
life insurance. Insurance Director PALMER 


of Illinois proposes to license all these. We 
hope that he can succeed in so doing. They 
should be made accountable to a public 
regulating agency which thus can check 
on their operations. 


Putting Action Into Service 


WE HEAR much about rendering service 
and yet it has become an academic term 
with many of us. We do not put into 
concrete, working form what we think 
we should do. Service requires more 


than talk or resolutions. Determination 
should be back of it and action should 
accompany it. One must give before he 
is willing to take. In fact he rarely can 
take without giving. 


PERSONAL SIDE OF BUSINESS 


OER 
— 





Col. A. J. Holefield, manager of the 
Lamar Life mortgage loan department, 
recently directed an airplane drive in 
Mississippi for the American Legion 
membership. He is chairman of the 
state aeronautics committee of the 
legion. Colonel Holefield flew one of the 
five planes that toured the state and 
picked up membership cards at the va- 
rious landing fields. 


Charles F. Williams, president of the 
Western & Southern Life, has been 
elected to sucteed the late Col. William 
Cooper Procter as trustee of the Cin- 
cinnati Museum Association, which also 
controls the Art Academy of Cincinnati. 
Mr. Williams is also a member of the 
Cincinnati Institute of Fine Arts com- 
mittee which awarded the $500 Sachs 
scholarship prize this week to Gustav 
Eckstrin, Jr., author and physiologist, 
for outstanding achievement in the 
realm of arts and sciences. 


O. P. Schnabel, San Antonio, Tex., 
manager of the Jefferson Standard Life, 
and president of the Texas Association 
of Life Underwriters, heads all of his 
advertising with “‘O. P.’ Says:” Re- 
cently he tried an experiment to see if 
his advertising made an impression on 
the postal employes in San Antonio. 
While at the convention of National As- 
sociation of Life Underwriters in Mil- 
waukee, he addressed a letter: “O. P. 
Says, Life Insurance, San Antonio, 
Texas.” Believe-it-or-not, upon his re- 
turn to San Antonio it was resting on 
his desk. As a result of this experi- 
ment, Mr. Schnabel feels that consistent 
advertising attracts the attention of the 
reading public and he has framed the 
envelope to prove to “doubting Thom- 
ases” that it pays to advertise. 


E. H. Priode of the New York Life 
at Pomeroy, O., is quite a successful 
fisherman, but is not eating any of his 
catch until he sees his dentist. While 
catching the bobber on his fish line, Mr. 
Priode sneezed violently and lost his 
teeth in the river. 


V. W. Kenney, general agent for the 
New England Mutual in Boston, is very 
ill at the Baker memorial hospital there. 
He is recovering from an operation per- 
formed last week. 


Frank C. Crittenden of the La Salle- 
Crittenden Press, former head of the 
printing and supply department of the 
National Life, U. S. A., and well known 
to insurance men, is in a Chicago hos- 
pital receiving treatment for a badly in- 
fected foot. 


Miss Mildred E. Ten Brook, secre- 
tary to R. E. Olmsted, agency man- 
ager of the Mutual Benefit in Detroit, 
and secretary of the Detroit C. L. U. 
chapter, will be married on Nov. 28 to 
Hugh H. Thrall of Detroit. Miss Ten 
Brook is the only insurance woman in 
Michigan who has won the C. L. U 
designation. 

E. H. Currier, 61, for many years In- 
diana manager for the Guarantee Mu- 
tual Life, died in Jefferson, Tex., where 
he had gone to spend the winter. 


S. F. Clabaugh, president Protective 
Life, Birmingham, Ala., and president 
of the Birmingham chamber of com- 
merce, has been elected governor of Ki- 
wanis Clubs for Alabama. 


J. C. Doorschodt of the Reliance Life, 
scoutmaster of the Boy Scout troop 
sponsored by Insurance Post 404, 
American Legion, is forming a “Safety 
Squad” among the more than 35 troops 
of Boy Scouts in the Park-Presidio 
district of San Francisco. The “Safety 








Squad” will be organized into three 





— 


definite groups, for accident safety, fire 
prevention and life saving and first aid 

Mr. Doorschodt is making plang fo 
celebration of the silver anniversary oj 
the Scout movement in February, 1935 
It also marks his 25th anniversary jy 
Scout work, starting in Holland in Fej. 
ruary, 1909. He has been actively ep. 
gaged in this activity ever since. 

Through an error the name of E, Mil. 
ler France was omitted from the list of 
men of the State Mutual Life at Cleve. 
land in THE NATIONAL UNDERWrItER’s 
1934 edition of the Underwriters’ Hand. 
book of Ohio. Mr. France was until 
recently general agent for the company 
at Cleveland. He has given up his 
agency work but is still connected with 
the company with the title of general 
agent emeritus. 

Ralph M. Wade, second deputy jp. 
surance commissioner of Michigan, and 
his brother Norman, investigator for the 
fire marshal’s and agency licensing 4. 
visions, are both temporarily speech. 
less having undergone twin tonsile. 
tomies last week. Aside from the voa 
impairment they are reported to be cu. 
valescing satisfactorily. 


R. M. Morse, head of the Michigan 
department’s agency licensing division, 
has been elected president of the Lap. 
sing Stamp Club. Mr. Morse has one 
of the state’s most historic stamp cdl- 
lections, including ‘‘covers” representing 
letters addressed to and sent out by 
each of Michigan’s governors from ter- 
ritorial days. 

Robinson Campbell, 25, son of G. H. 
Campbell, general agent of the Aetna 
Life in Arkansas and Louisiana, was in- 
stantly killed in an automobile accident 
near Newport, Ark. Young Campbell 
was head of ‘the bond department of 
the Aetna Casualty, for which Campbell, 
Mallory & Throgmorton are general 
agents in Little Rock. He was a grad 
uate of the University of Pennsylvania 
and had qualified for the Chartered Life 
Underwriter degree. 


S. M. Saufley, former Kentucky com: 
missioner and later with the old Inter- 
Southern Life of Louisville, has been 
appointed manager of the Louisville of- 
fice of the U. S. department of foreign 
and domestic commerce. He has been 
acting manager for some months. 


Glen W. Isgrig, son of Harry Isgrig 
Cincinnati manager Guardian Life, ha 
led all other agents of the company cor 
sistently since the beginning of the year 
in number of applications. Mr. Isgrig 
closed the company’s club year July ! 
in the lead with 201 sales. He is third 
in number of lives at the present time 
in the 45 day contest in honor of Prest- 
dent Carl Heye’s 45th anniversary. 
Mr. Isgrig entered the life insurance 
business directly after his graduation 
from college in 1932. He concentrates 
on young men and is making a fine rec- 
ord. 


The marriage of W. A. Sullivan, 
Washington insurance commissioner, t0 
Miss Marie McAteer was scheduled for 
Nov. 1. 





Frank E. Horne, for many years 4 
department manager in the home office 
of the Bankers Life of Iowa and later 
branch office manager in Chicago, died 
at his home in Los Angeles after a long 
illness. After retiring as Chicago man- 
ager 18 years ago, Mr. Horne moved t0 
Los Angeles. 


Herman Rosenberger, Philadelphia 
manager Metropolitan, this month '§ 
celebrating the 40th anniversary of his 





connection. He started as agent in the 
old New York district in October, 1894 
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> 1896, he was promoted to as- 
er manager there. In February, 
1898, he was transferred to the Manhat- 
tan (New York) district, remaining there 
yntil October, 1911, when he became 
manager in the Essex (N. J.) district. 
He was transferred to Philadelphia as 
manager in 1918 where he has since re- 
mained. Mr. Rosenberger is identified 
with a large number of civic and re- 
igious institutions in Philadelphia. He 
i; a member of the national executive 
committee of the United Synagogue of 
America and director of the Congrega- 
tion Adath Jeshurun, Orphan’s Guar- 
dians and vice-president of Chapter No. 
1 of the Veterans Association. He is also 
one of the founders of the Woodrow 
Wilson award. He is prominent in Jew- 
ish communal affairs. His office is at 
1428 South Penn Square. 
C. E. Townsend, Boston general agent 
Equitable Life of New York, observed 





the 40th anniversary of his association 
with the company at a banquet with 
many prominent local and company off- 
cials present. He was presented a silver 
pitcher by the general agents of the city 
and a silver service from the members 
of his agency. Among those present 
from the home office were Vice-presi- 
dents L. O. Fisher and A. G. Borden, 
Director R. B. Lowe, F. B. Runyan, 
superintendent of agencies, and Harley 
Lacey, manager real estate department. 


St. James Gilpin, 80, president and one 
of the founders of the Richmond Bene- 
ficial Life, Negro company, died at his 
home there. 

C. O. Weathers, 54, of San Antonio, 
Tex., is dead. For 19 years he was the 
southwest Texas manager for the Inter- 
national Life and for the last six years 
he was district manager for the Texas 
Prudential. 
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NEWS OF THE COMPANIES 





as 


Recommendation of Receiver 





Bid of Old Republic Credit Life for 
Business of State Life of IIli- 
nois Favored 





H. B. Hershey, receiver for the State 


| Life of Illinois, has recommended to 


Superior Judge Lindsay of Chicago that 
the Old Republic Credit Life of Chi- 
cago be awarded the contract of reinsur- 
ance of the defunct company. The other 
bidders are the Illinois Bankers Life, 
Service Life of Nebraska and Pilgrim 
National Life, an assessment concern 
of Chicago. A hearing before the court 
is scheduled for this week. 

The Old Republic Credit Life pro- 


4 posal provides for an 80 percent lien on 
‘reserves, with interest of 4% percent 


until Dec. 31, 1941, when the interest 
would be at the valuation rate. The 
Pilgrim National would impose a 70 
percent lien while the other two com- 
panies proposed a 100 percent lien. 

The Old Republic Credit Life pro- 


poses to adjust liens annually; contin- 


gency reserve would amount to 10 per- 
cent of the gross reserve liability; liens 
on death claims would be waived up to 
Dec, 31, 1944; policies that lapsed after 
July 20, 1934, would be reinstated with- 
out examination within 90 days; all 
profits would go to the Old Republic 
after Dec. 31, 1949; all death claims due 
and unpaid to be paid in full; endow- 
ments maturing after July 20 would be 
paid in full, less lien and accrued in- 
terest; there would be no lien on frac- 


‘tional paid up and extended insurance 
> in force on July 20. There would be a 
> moratorium on cash surrenders and cash 


| policy loans for five years, but policy- 
| holders might borrow to pay premiums. 


ighty percent of income disability 
benefits incurred prior to July 20 would 
be paid. The income disability benefit 


' would be discontinued as of July 20 and 
} the premium for that item taken off. 


> Nonparticipating policies would be re- 































5 would be administered 
> fund. 


duced to participating rates. Assets 
in a separate 


The Old Republic Credit Life would 


) be reimbursed by actual taxes and com- 
» Missions paid, for actual investment ex- 


penses and then there would be a flat 


) charge of $1 per $1,000 of extended in- 
» Strance; $1.50 per $1,000 for annual 
» Tenewable term and $2 for all other. 


Renewal commissions of 714 percent 
for not exceeding nine years would be 


) Paid to agents of the State Life, while 
_ ° percent commission would be paid to 


new agents for conserving the business 


>» 4nd 15 percent commission would be 


paid on exchange policies. 





uit convention report on the Provident 
an Bismarck, N. D., as of Sept. 1, 
atin $3,599,418, yg $250,000, 

cy reserv 100,000, t sur- 
plus $431,042, sta ii 





Report of Fidelity Mutual 


Company Is Given Credit 
Achievements by Examiners of 
Two Departments 





for Its 





The Pennsylvania and Oklahoma de- 
partments have made a report on the 
examination of the Fidelity Mutual Life 
as of Dec. 31, for the three-year period 
ending at that time. 

The examiners found assets $99,388,- 
409, premium income $13,443,171, insur- 
ance in force $374,833,872. During last 
year $13,819,135 was disbursed to policy- 
holders. There is a special contingency 
reserve of $750,000 and the surplus 
amounted to $5,729,875. 

The report said that the company 
reached its present proportions by direct 
effort as nothing has occurred in respect 
to expansion in the form of absorption 
of other insurance institutions during its 
existence. The company is given high 
credit for its achievements. 





Pacific States Life Raises 
the Ire of Judge Lindsay 


A threat that he would bar any offi- 
cers or agents of the Pacific States Life 
from ever conducting any kind of an in- 
surance business in Chicago or Cook 
county was made by Superior Judge 
Lindsay of Chicago, during a hearing 
on a petition of Insurance Director Pal- 
mer of Illinois, who is seeking an order 
to compel the Pacific States Life to 
make available its records pertaining to 





the defunct Chicago National Life, 
which was reinsured by the Pacific 
States. 


The judge made the threat when E. 
R. Elliott, attorney for the Pacific 
States Life, said the records being 
sought, were no longer in Chicago and 
he did not know exactly where they 
were. He said that some of them might 
be in Houston, some in Denver and 
some in Hollywood, Cal. 

“T am sick of seeing this case kicked 
around,” Judge Lindsay said. “For the 
last year there has been a succession 
o: motions, petitions, intervening suits 
and fraud charges involving the rein- 
surance contract or the manner of its 
execution. I am tired of all this hocus- 
pocus and intend to stop it. 

“Under the terms of the reinsurance 
contract and the decree of this court, 
ycur company was required to make re- 
ports to the state insurance department 
on its handling of the Chicago National 
Life assets and business and the Pa- 
cific States was required to permit the 
insurance department to examine its 
books and records. The insurance di- 
rector says that the Pacific States has 
ignored these provisions of the contract. 
Now you inform me that these books 





and records are no longer in the juris- 
diction of this court. 

“It is true that I cannot order your 
clients to bring those books back here, 
but I give you warning here and now 
that if they are not made available to 
the insurance department examiners, I 
shall issue an order that will bar the 
Pacific States Life or any of its officers 
or agents doing business in this city 
and county.” 

The case was continued for 20 days. 


Refuse to Dismiss Appeal 
of Continental of Missouri 





ST. LOUIS, Nov. 1—The Missouri 
supreme court at Jefferson City has re- 
jected Superintendent R. E. O’Malley’s 
motion to dismiss the appeal of the 
Continental Life from the circuit court 
decision declaring the company to be 
insolvent and placing it in the hands of 
the insurance department for rehabili- 
tation or liquidation. In the motion for 
dismissal the contention was made that 
the company’s appeal was taken a day 
too late, but the fifth day happened to 
be a Sunday. The court held the com- 
pany had complied in substance with 
the law in filing its appeal. 

Superintendent O’Malley reports the 
September receipts of the Continental 
Life amounted to $178,930 while dis- 
bursements totaled $127,165. The cash 
balance was increased from $237,701 to 
$289,466 during the month. At the 
close of September there was $77,116,- 
362 insurance still in force. Termina- 
tions in September by death, maturity, 
lapsation, surrender, etc., amounted to 
$1,925,821, while reinstatements totaled 
$361,106. 

A new examination of the Grand Na- 
tional Bank headed by Ed Mays, presi- 
dent of the Continental Life, is being 
made under an order issued by the 
comptroller of the currency at Wash- 
ington. The new examination is for the 
purpose of fixing the present value of 
the various assets held by the bank and 





to aid in plans for the organization of 
a new bank to take over the business 
of the closed institution. A dividend 
of 374% percent, amounting to $785,000, 
has already been paid to its creditors. 
The Continental Life had $610,849 on 
deposit in the Grand National Bank 
when it closed its doors in March, 1933. 

When the Continental Life was 
placed in the hands of the insurance 
department in May it had about $94,- 
000,000 of insurance in force. About 
$17,000,000 has been terminated by 
death, lapsation, surrender or maturity 
since that time or at the rate of about 
$3,400,000 a month. The September re- 
duction of insurance in force was only 
about one-half the average for the five 
months. 


New Company Being Launched 


A license is being sought under the 
1927 Illinois assessment life company 
act for the Rural Bankers Life. A de- 
posit of $10,000 is required. There is 
also a Rural Bankers Life af South 
Bend, Ind., and the president of that 
company, John V. Sees, was also the 
principal factor in the promotion of the 
Illinois company. The Indiana com- 
pany is also an assessment concern. 
Headquarters of the Illinois company 
will probably be established at 130 
North Wells street, Chicago. 


American Medical to Be Merged 


The American Medical Life of Spo- 
kane, recently acquired by the Occiden- 
tal Life of Los Angeles through pur- 
chase of all common stock, will be con- 
solidated with the Occidental, President 
L. M. Giannini announces. The con- 
solidated company will have insurance 
in force of more than $180,000,000, sur- 
plus to policyholders more than $2,600,- 
600. The American Medical Life office 
will be maintained in Spokane as a sepa- 
rate branch of the Occidental. The 
principle of periodical examinations of 
the health of policyholders, which has 
been one of the main features of the 
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Another Fine 
Service 


for 


Berkshire 
Associates 





The New Berkshire 
Policy holders’ 
Service Plan— 


This service plan has been 
especially designed to pro- 
vide our associates with a 
complete and effective 
policyholders’ service set- 
up. This new plan if, con- 
scientiously studied and 
diligently followed through, 
will contribute a great deal 
to the: 


1. Conservation of the busi- 
ness on the books of the 
company. 


nN 


Sale to 
policyholders of an in- 


your present 


creasing amount of new 
business. 


3. Development of new 
contacts and prospects 
through satisfied policy- 
holders — their friends 
and acquaintances. 


‘Ask Any Berkshire Agent” 


BERKSHIRE 


LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASS. 


FRED H. RHODES, President 





being counted. 





American Medical Life pian of opera- 
tion, is to be adopted by the Occidental 
Life through the establishment of a de- 
partment to operate along those lines, 
Mr. Giannini states. 


Corn Belt Life’s Owners 


In the last issue, in referring to the 
new interests that have taken over the 
Corn Belt Life of Lincoln, Neb., there 
was a mistake as to the names. The 
two brothers that have purchased a 
large block of stock are Charles A. and 
Harry L. Barton. Charles A. is vice- 
president and general manager and 
Harry L., agency supervisor. Both 
were formerly connected with the 
American Life of Denver and prior to 
that with the Pacific States Life when 
it had its executive office in Denver. 


Change in U. S. Life 


W. C. Littlewood, assistant secretary 
United States Life, who was also a di- 
rector, has resigned because of ill health. 
He entered its employ 26 years ago as 
a general bookkeeper, then was made 
cashier and finally assistant secretary. 
Paul R. Danner has been appointed as- 
sistant secretary to succeed Mr. Little- 
wood. Mr. Danner has been connected 
with the American International Under- 
writers. 


Smith Joins Pacific Mutual 


Massachusetts Mutual Agent Becomes 
St. Louis Manager of the Los 
Angeles Company 














ST. LOUIS, Nov. 1.—W. Scott Smith, 
the 1933 personal production star of the 
St. Louis general agency of the Massa- 
chusetts Mutual Life and president of 
the agents association of that company, 
becomes general agent in St. Louis for 
the Pacific Mutual Life. He joined the 
Masaschusetts Mutual in 1922 but for 
several years was regarded as only an 
average producer. But in 1931 he 
adopted the “Definitizer” system of sell- 
ing and soon became a sensational suc- 
cess. Since that time he has been in 
demand as a speaker before meetings of 
agents. He has appeared on the pro- 
gram of the National Association of Life 
Underwriters and has also addressed lo- 
cal meetings in Chicago, Detroit, Deca- 
tur, Peoria, Cincinnati and St. Louis. 

At present he is a member of the 
city council of Clayton, Mo., and also 
on the police board. 

As general agent for the Pacific Mu- 
tual Life Mr. Smith succeeds John J. 
Crowley, who resigned recently. Mr. 
Crowley has not yet announced his fu- 
ture plans. 


Insurance Teachers to Meet 
in Chicago on Dec. 27 





The American Association of Univer- 


sity Teachers of Insurance will hold its 
annual convention in the Morrison hotel, 
Chicago, Dec. 27. S. S. Huebner of the 
University of Pennsylvania is president, 
R. H. Blanchard of Columbia is vice- 


president, and. F. G. Dickinson of the 


University of Illinois is secretary. The 
directors are A. H. Mowbray, Univer- 


sity of California, S. H. Nerlove, Uni- 
versity of Chicago, and C. L. Parry, 
Metropolitan Life. 


Start Football Contest 


The annual football campaign of the 
central managers association of the 
Equitable Life of New York started 
Nov. 1, to end Nov. 28. A. M. Embry, 
Kansas City agency manager, is presi- 
dent of the association. Each individual 
life insured will count one application, 
additional applications on the life not 
Only completed appli- 


cations secured in the period Nov. 1- 
Nov. 28 with medical examinations will 
count. 
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LIFE AGENCY CHANGES 


——— 





Hastie to Succeed Spaulding 





Mutual Life’s Veteran in Chicago to Re- 
tire Dec. 31; Annual Agency 
Convention Held 





R. E. Spaulding, veteran life man and 
Chicago manager Mutual Life of New 
York since 1926, plans to retire Dec. 31. 





J. R. HASTIE 


He is to be succeeded as manager of 
the present Spaulding agency by J. R. 
Hastie, now associate manager of the 
Heifetz agency Mutual Life in Chicago, 
past president Chicago Association of 
Life Underwriters and well known 
throughout the United States: and Can- 
ada as a speaker on life insurance sub- 
jects. 

Mr. Spaulding will sing his swan song 
at his annual agency convention Nov. 2, 
when Mr. Hastie will be introduced to 
the agents. 

Mr. Spaulding, who was born in Lee, 
Tll., Sept. 14, 1869, started as a life in- 
surance office clerk in 1892, with the 
insurance department of the Knights of 
Pythias then in Chicago. He then was 
general secretary 1902-07, special agent 
of the Union Central for the next two 
years, then field representative Mutual 
of New York from 1908 to 1912. He 
continued with this company as super- 
intendent of agents. in Chicago from 
1912 to 1921, and then was assistant su- 
perintendent of agencies in the home 
office 1921-23, and manager at Omaha 
1923-26. 

Hastie Experienced Man 


Mr. Hastie was vice-president and ad- 
vertising manager of the Telephony 
Publishing Corporation, Chicago, from 
1910 to 1926, early in the latter year be- 
coming associate manager of the Heifetz 


‘agency. He has appeared before many 


underwriters’ meetings in this country 
and Canada, several years ago making a 
special whirlwind tour for the Canadian 
Life Underwriters Association, speaking 
in a few days at a great number of 
meetings in several provinces. He is an 
outstanding personal producer as well 
as manager, having qualified consistently 
for the million dollar round table. 

The Spaulding agency convention will 
close with a dinner at which Mr. Spauld- 
ing will be toastmaster. Mr. Hastie will 
speak and I. B. Jacobs, educational di- 
rector of the agency, will close the meet- 
ing. In the morning business session 
Mr. Spaulding will discuss the outlook 
for 1935, Dr. W. L. Buhrman, assistant 
medical referee, will give tips from the 
medical department, Talmage Smith, 
agency organizer, will discuss the family 
protection plan, Mr. Jacobs taxation and 
business insurance. In the afternoon Mr. 
Spaulding will speak again on leads and 


Te, 


where to find them, Mr. Smith on th 
retirement income contract, and Mr 
Jacobs on the use of company literature 


Goes with Fidelity Mutual 


W. Stanton Hale Becomes General Agen; 
at Atlanta—Has Been Associated 
With Penn Mutual 











The Fidelity Mutual has announce 
the appointment of W. Stanton Hale x 
manager for Atlanta, Ga. and vicinity, 
B. F. Fraser, Jr. will continue his a;. 
sociation with the agency as associate 
manager. é 

Mr. Hale is a native Georgian, widely 
known in Atlanta. After ten years jp 
the retail clothing business in that city 
he entered the life insurance field in 
1923. In May, 1928, he became super. 
intendent of agents for H. M. Willet & 
Sons, who at that time were gener 
agents for the Penn Mutual in Atlant, B 
In 1929 the Messrs. Willet resigned as 
general agents, and Mr. Hale was named 
as their successor. In 1932 Mr. Hak 
was transferred to New York City by 
the Penn Mutual, where he became x. 
sistant general agent in one of its largest 
agencies. Last April he satisfied a grov- 
ing desire to return to Atlanta and again 
establish his home. He was associate 
general agent of the Penn Mutual there 
since that time. 





Tomlinson Goes to St. Paul 





‘Bankers Life of Iowa Assistant Man 
"ager at Detroit Takes More 
Important Post 





The Bankers Life of Iowa has pro- 
moted_ T. Tomlinson, assistant 
agency manager at Detroit, to be agency 
manager at St. Paul. He takes the 
place of A. H. Chambers. Mr. Tonlin- 
son joined the Bankers Life in June, 
1925, as a memiber of the W. F. Win 
terbe agency at Madison. After sk 
years he was made assistant agency 
manager at Detroit. He is a graduate 
of the University of Wisconsin. 

Mr. Chambers is a large producer} 
For the last ‘10 years his average ha }- 
been more than $500,000 a year. Hef 
will give all his time now to person! (7 
production but will spend his winter 
in the south. 





Extend La Bounta’s Territory 


Vice-president Frank H. Davis # 
nounces that the territory of L. W. lL 
Bounta, general agent of the Penn Mu 
tual Life in Minnesota, having his mall 
office in Minneapolis, has been enlarge 
by the inclusion of the two Dakotas 
Since his transfer to Minnesota five f 
years ago, Mr. LaBounta has built, for 
his company one of its most efficient F 
sales organizations. -_ 

The Dakota territory will have "Sf 
main office in Fargo, and will be ™ 
charge of H. J. Gilbertson, as associate 
general agent. In addition to the Dx 
fiotas, Mr. Gilberston will operate ™ 
the western part of Minnesota, covering 
the Red River Valley from the Canadian 
border to the Iowa line. 


Service Life’s Coast Office 


Harlan, Foreman & Harlan, formerly 
with the home office of the Service Lite 
of Omaha, are now in charge of its bus 
ness in California, with headquarters at 
620 Commercial Exchange building, L 
Angeles. G. B. Harlan went to L0 
Angeles about two years ago and later 
opened an agency for the thrift depatt 
ment of the Service Life. His father 
O. F. Harlan had charge of the thrift 
department at the home office befor i 
going to California. He has been wit! & 











the Service Life about eight years, 4" 
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rmerly with the Midwest Life of 
ee . M. Foreman was also with 
the thrift department at the home office. 





Evans Made Michigan Supervisor 

N. E. Glassbrook, Michigan resident 
superintendent of agencies Ohio Na- 
tional, has appointed W. C. Evans, for- 


 merly Detroit general agent, supervisor 


for the state. Mr. Evans conducted a 
joint agency with J. W. McClelland in 
Detroit as general agent for the com- 
any. Mr. McClelland will continue in 
his same capacity. Mr. Evans’ head- 
quarters will be at Lansing. 





Provident Names Ordway, Minor 


The Provident Life & Accident has 
appointed L. B. Ordway as general agent 
for Asheville, N. C., and vicinity, He 


> has represented the Reliance Life there 


for the past five years and is now presi- 


| dent of the Asheville Life Underwriters 


Association. . 

Claude Minor has been appointed gen- 
eral agent at Long Beach, Cal. He has 
been manager there for the John Han- 
cock for the past ten years and has made 
an outstanding record. His first insur- 
ance affiliation was with the Metropoli- 
tan Life in Brooklyn, where he was a 
leader in ordinary production. 


Moore With Ohio National 


G. G. Moore has been appointed gen- 
eral agent at Asheville, N. C., by the 
Ohio National. He held a similar po- 
sition with the Security Life & Trust of 
Winston-Salem, which he recently re- 
signed. He had been with the latter 
company since 1921. 








Pilot Life Appointments 


The Pilot Life announces the follow- 
ing general agency appointments: S. P. 
Stewart, Bedford, Va.; E. H. Stockman, 
Knoxville, Tenn.; H. W. Tarkington, 
Roper, N. C.; S. G. Smith, Albemarle, 
N. C.; C. D. Godwin, Fayetteville, N. C. 


MacGregor San Antonio Manager 


H. M. MacGregor, for 14 years with 
the Equitable Life of New York in 
Michigan and Wisconsin and recently 
associated with A. C. (Tex) Bayless in 
the Southland Life’s Houston, Tex., 
agency, has been appointed branch man- 
a of the Southland at San Antonio, 

ex, 


Manufacturers in Philadelphia 


The Manufacturers Life has opened a 
branch office in Philadelphia, under the 
management of Walter Gallagher, to 
Supervise eastern Pennsylvania. He 
was formerly with the United States 
Veterans Bureau. 











Sawrie Associate General Agent 


Paul Sawrie, Memphis general agent 
of the Aetna Life, announces the ap- 
Pointment of W. L. Wilhoite as asso- 
Clate general agent. Mr. Wilhoite, who 
was born in Shelbyville, Tenn., is a 
graduate of Southwestern College. He 
engaged in the life insurance business in 
Shelbyville, became manager there for 
the Reliance Life, and later was ap- 
Pointed superintendent of agencies in 
charge of its eastern division. That of- 
fice he has held for over 20 years. 





Philip Schwartz Promoted 


Philip Schwartz, assistant superin- 
tendent of the Prudential in New York 
No. 9 has been made superintendent in 
that district. He started as an agent in 

ew York No. 9, June 8, 1925. He 
was made assistant a year later. 


Lowes Named Supervisor 


wt 12 Beaman, general agent Lincoln 
We onal at Cincinnati, has appointed 
= P. Lowes supervisor for the agency. 

tr. Lowes goes to Cincinnati from Chi- 
cago, where he was with the C. O. Rey- 
nolds agency of the Lincoln National. 
He joined the company in 1923 at 





Aurora, Ill, and has been with the Rey- 
nolds agency as agent and supervisor 
since 1931. The Beaman agency is two 
years old and is showing a good growth. 





Fried, Stewart & Fishman 


The Bankers National Life of New 
Jersey has appointed Rudolph Fried, M. 
D. Fishman, and A. E. Greenbaum as 
general agents in Philadelphia. The 
firm name is Fried, Stewart & Fish- 
man. All three partners have been in 
business in Philadelphia for a number 
of years. Mr. Greenbaum for many 
years occupied a managerial position 
with the Equitable Life of New York. 





King With United Mutual 


The United Mutual Life of Indian- 
apolis has named William King of Grand 
Rapids as general agent for western 
Michigan with offices in the Grand Rap- 
ids National Bank building. Mr. King 
has been active in the life field for 30 
years. 





Stevenson to Miami 


W. I. Stevenson has taken charge of 
the Miami service office of the Aetna 
Life. He went to Miami from Jackson- 
ville, and succeeds J. B. Keena, who 
has joined the Gulf Life as Miami man- 
ager of the ordinary department. 





Robert C. Hunt 


Robert C. Hunt, formerly general 
agent of the New England Mutual Life 
in Providence, has become representa- 
tive of the Berkshire Life in the same 
city. 





J. E. Kelley Goes to Cincinnati 


J. E. Kelley of Flint, Mich., has been 
placed in charge of the Cincinnati 
branch office of the Western & Southern 
Life which was formerly under the late 
Manager W. G. Blankenbuehler. 





Life Agency Notes 








F. D. Seotten, formerly with the Pa- 
cific Mutual Life in El Paso, Tex., has 
been appointed district manager at 
Austin, Tex. 

A. P. Veltman, catcher for the Pitts- 
burgh Pirates, is again actively con- 
nected with the O. P. Schnabel agency 
of the Jefferson Standard Life in San 
Antonio, Tex. 

J. J. Ricci has been appointed district 
manager of the United Life & Accident, 
in the Connecticut territory covering 
Meriden, Wallingford, Cheshire and 
Yalesville, Conn. 

Fielder Webster has been appointed 
manager of the new Mississippi Delta 
agency of the Protective Life with head- 
quarters at Greenwood, Miss. He has 
been in the business for a number of 
years, 

G. V. Jackson, a leading producer in 
San Antonio, Tex., for the Lincoln Na- 
tional Life, has been appointed agency 
supervisor for the Corpus Christi, Tex., 
territory, with offices at 307 Sherman 
building. 

Fred M. Cole, for a number of years 
personnel director of the Firestone Rub- 
ber Company, has joined the A. H. Ben- 
nell Cleveland agency of the Mutual Life 
of New York and will represent the com- 
pany in Akron, O. 

H. P. Drake, with the Equitable Life 
of New York in Portland for the past 
three years, has been named district 
manager for central and southern Ore- 
gon, with headquarters at 519 Miner 
building, Eugene, Ore. 


Dale Reports Heavy Production 


G. H. Dale, southwestern manager for 
the Modern Life of St. Paul in charge 
of Oklahoma, Texas and Arkansas, with 
headquarters at Oklahoma City, was in 
Los Angeles for a brief visit. His four- 
month-old agency is already producing 
between $700,000 and $800,000 of busi- 
ness per month. Mr. Dale was formerly 
vice-president of the Great Republic 
Life in charge of southwest territory. 














LIFE COMPANY CONVENTIONS 





Abraham Lincoln Agents Meet 


Illinois, Indiana and Missouri Staffs 
Gather at Springfield, Meet 
President Lindquist 








Central and southern Illinois agents 
of the Abraham Lincoln Life held a con- 
vention in Springfield, Ill. There were 
in attendance a few from Missouri and 
Indiana territory. The meeting was 
opened by Agency Director O. F. Davis, 
who presented H. B. Hill, chairman of 
the board. Mr. Hill told of improve- 
ments in financial structure of the com- 
pany since the first of the year. During 
this period over $200,000 of real estate 
mortgages has been exchanged for 
HOLC and FLB bonds at total discount 
only $687. Many municipal bond issues 
have been restored to good standing. As 
of Sept. 30, free surplus to policyholders 
improved over $45,000 since Jan. 1. 

The chief feature of the meeting was 
introduction to the field force of Gustaf 
Lindquist, the new president. He is re- 
garded as a decided acquisition to the 
executive staff. He served as Minne- 
sota insurance commissioner under two 
governors and for a time was executive 
assistant in charge of public relations 
to Vice-president W. J. Graham of the 
Equitable Life of New York. 

Mr. Lindquist told of development 
plans for the company. The meeting 
closed with expressions of approval from 
many agents and pledges of increased 
production activity. The company has 
experienced for several weeks substantial 
business increases, the week ended Oct. 
20 having been the largest in production 
of both life and accident and health 
business in five months. 

Regional meetings also were held: in 





Chicago and Cleveland, both attended 
by Messrs. Lindquist, Hill and Davis. 





Pan-American Life Convention 


General agents and managers of the 
Pan-American Life from 26 states will 
gather in New Orleans Nov. 22-23 when 
the company will stage an intensive two- 
day session devoted to their problems. 

The meeting, called by C. H. Ellis, 
president of the Pan-American, will be 
designated “The President’s Conference 
for Mobilization of Greater Efforts in 
1935.” It will be a strictly business con- 
ference, discussions at round table ses- 
sions including such subjects as the 
company’s investment portfolio, recruit- 
ing, increasing the sales of present or- 
ganization, conservation, the company’s 
underwriting principles and sales quotas 
and plans for 1935. A banquet the eve- 
ning of the first day will be the only 
entertainment feature. 





Southwestern Division Meeting 


Paul McNamara, vice-president North 
American Life of Chicago, was principal 
speaker at a one-day sales conference 
in St. Louis for agents in the south- 
western division. About 20 leading pro- 
ducers from Illinois, Missouri Kansas 
and Arkansas atttended. V. F. Larson, 
St. Louis, director of agencies south- 
western division, presided. 





Mutual Life Convention 


The annual convention of the Mutual 
Life of New York $250,000 Field Club 
will be held at White Sulphur Springs, 
W. Va., May 31-June 1. 





The Amicable Life agents have voted 
in favor of a boat trip to Panama for 
their next convention in January, 1936. 
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NEWS ABOUT 


LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Aaa Literature, Rate Books, etc. 
ges’ 
PRICE, $5.00 and $2.00 respectively. 


Supplementing the ‘Unique Manual- 
t”” and “Little Gem,” Published Annually in May and March i 


respectively. 





Field 


Union Mutual Is First New England 
Company to Insure Children 
from Birth 


Branch Into Juvenile 








The Union Mutual Life of Portland, 
Me., is the first New England company 
to branch out actively in the juvenile 
field. It has just amplified its writings 
of young people, broadening the under- 
writing policy to take juvenile risks on 
a number of forms down to one day of 
age. A new policy, an educational en- 
dowment at age 18, is in the mill and 
will be brought out early in 1935. For 
a number of years the Union Mutual is- 
sued down to age 15 and a year ago 
dropped the policy to write a number 
of forms down to age 10. It is now 
going actively into the strictly juvenile 
insurance field. 

Each contract, as is usual with ju- 
venile insurance, has graded death bene- 
fits up to five years. The forms now 
being written are 20-payment endow- 
ment at 65, 20-payment endowment at 
85 and 20 year endowment, all partici- 
pating. The educational endowment at 
18 also will be participating. 

The company will issue additional in- 
surance up to $3,000 on the life of the 
adult applicant, if an acceptable risk, 
based on examination made in connec- 
tion with the juvenile policy, regardless 
of amount of insurance applicant already 
carries in the company. The rules ap- 
ply in all states but Colorado, which per- 
mits writing on children only one year 
or older. Unlimited amounts may be 
written in the Union Mutual above ac- 
tual age 10. 


Illustrative rates on the three forms 
are: 
20 Pay 20 Pay 

End. ist End. ist 
Age at65 Div. at85 Div. 
wae $23.97 $3.93 $27.80 $3.97 
: er 3.35 22.5 3.34 
Bis 23.77 3.79 22.46 3.77 
ee 23.59 2.85 22.21 3.83 
Ren 23.36 .80 21.92 3.79 
Ss 23.14 3.67 21.63 3.65 
6.. 22.95 3.11 21.37 3.10 
74% 22.94 2.71 21.30 2.69 
Bie 23.08 2.44 21.37 2.42 
LF 23.32 2.26 21.53 2.24 
20... 23.63 2.17 21.77 2.15 
1 24.00 2.18 22.05 2.16 
| 24.37 2.19 22.35 2.17 
i} 24.77 2.20 22.65 2.18 
aes 25.18 2.21 22.97 2.20 
15 25.60 2.23 23.30 2.20 


Central States Pays Benefits 


_ The Central States Life of St. Louis 
is offering a major surgical operation 
benefit. It provides that if a policyholder 
is confined to a hospital for a major 
operation the company will pay hospital 
fees of $50 for each $1,000 of life insur- 
ance carried. The benefit also provides 
that in the event of dismemberment, the 
company will pay from $100 to $250 per 
$1,000 of insurance. The extra cost per 
year per $1,000 of life insurance is $1 
for men and $1.50 for women. 


New York Life 


It is expected the New York Life will 
soon announce that it will write juvenile 
insurance down to age 5. It now writes 
ordinary life down to age 9% and it is 
expected the new change will increase 
the number of forms to be offered 
juveniles. 


Mutual Life of Canada 


The Mutual Life of Canada plans to 
reduce the rate of interest on policy 
proceeds left with the company and on 
accumulated dividends from 4% to 4% 
percent in 1935. Effective Jan. 1 it will 
also put into effect a somewhat lower 
dividend scale. 

No change is contemplated in the pre- 
mium scale for either participating or 














non-participating policies. 


Northwestern Mutual Scale 





Dividends Payable in 1935 Announced; 
Represent 14 Percent Advance 
Over Present Level 





Dividends payable in 1935 on North- 
western Mutual Life policies issued from 
1908 to 1934 are announced this week. 
In the case of new plans and age groups, 
dividends are amounts which would 
have been paid if the policy described 
had been issued in the year indicated 
and continued in full force. Throughout 
the depression period 1929-1932 the 
Northwestern Mutual maintained the in- 
creased scale of 1929. Long continu- 
ance of the depression brought about 
slight reduction of about 5 percent for 
1933 and a larger reduction for 1934. 
The 1935 scale represents an increase 
averaging about 14 percent over the 
1934 dividends. 

The dividends payable on five more 
popular forms are: 


Ordinary Life 








End of Policy Year 
1 5 10 15 20 
$5.74 $6.16 $6.78 $7.50 $8.16 
Es 5.79 6.23 6.88 7.60 8.27 
ee 5.87 6.32 6.99 7.71 8.39 
SAS 5.93 6.41 aa: 7.81 8.51 
| rae 6.01 6.50 7.24 7.93 8.64 
MDS ochre 6.08 6.61 7.35 8.04 8.76 
Bes grees 6.16 6.71 7.46 8.16 8.89 
Rae 6.24 6.81 7.56 8.27 9.02 
Ses, 6.33 6.93 7.66 8.39 9.15 
| 6.43 7.05 7.77 8.52 9.28 
| ae 6.53 7.16 7.88 8.64 9.43 
_ ae 6.63 7.26 8.00 8.77 9.59 
Se 6.75 7.37 8.12 8.90 9.75 
a 6.87 7.47 8.24 9.04 9.92 
Bisset 6.98 17.58 8.36 9.18 10.09 
a 7.08 7.68 8.49 9.33 10.27 
BB we ceases 7.47 7.80 8.61 9.49 10.47 
{aes 7.27 7.92 8.75 9.65 10.69 
38 7.38 8.04 8.89 9.83 10.92 
J 8.16 9.03 10.01 11.16 
8.28 9.18 10.20 11.42 
8.42 9.36 10.42 11.71 
8.55 9.52 10.64 11.99 
8.70 9.71 10.89 12.32 
8.83 9.90 11.14 12.64 
9.00 10.10 11.43 12.99 
9.17 10.34 11.75 13.35 
9.85 10.58 12.07 13.74 
9.55 10.86 12.43 14.16 
9.76 11.14 12.80 14.61 
9.98 11.46 13.20 15.10 
10.238 11.81 13.61 15.63 
10.50 12.18 14.05 16.18 
10.81 12.59 14.54 16.74 
11.12 13.01 15.06 17.35 
11.49 13.47 15.63 17.97 
11.90 13.96 16.27 18.62 
12.382 14.48 16.93 19.34 
A 12.80 15.06 17.61 20.04 
BOE Rae 11.53 13.30 15.69 18.35 20.84 
| 11.99 13.85 16.39 19.12 21.63 
a 12.47 14.43 17.16 19.93 22.25 
ee 13.03 15.08 17.98 20.82 23.46 
a 13.61 15.78 18.82 21.71 24.46 
| 14.26 16.56 19.75 22.73 25.44 
20-Payment Life 
Ag 1 5 10 15 20 
| ae $6.25 $7.09 $8.31 $9.72 $11.24 
Se 6.32 7.18 8.42 9.84 11.38 
_ See 6.39 7.26 8.53 9.95 11.51 
| Se 6.46 7.35 8.65 10.06 11.64 
ae 6.53 7.44 8.77 10.18 11.78 
MD Fises «Sos 6.60 7.54 8.89 10.29 11.91 
é 7.65 8.99 10.42 12.05 
. 7.75 9.10 10.54 12.19 
R 7.87 9.20 10.66 12.34 
: 7.98 9.31 10.79 12.49 
J 8.10 9.42 10.92 12.65 
: 8.20 9.54 11.05 12.82 
“ 8.30 9.65 11.18 12.98 
: 8.39 9.76 11.31 13.15 
.4§ 8.50 9.88 11.45 13.33 
5S 8.60 10.00 11.59 13.51 
y 8.72 10.13 11.75 13.71 
: 8.82 10.25 11.91 13.91 
x 8.93 10.38 12.07 14.12 
3 9.05 10.51 12.24 14.33 
E 9.16 10.65 12.41 14.57 
lf 9.28 10.80 12.60 14.81 
x 9.40 10.95 12.80 15.06 
; 9.54 11.12 13.02 15.32 
3 9.66 11.29 13.24 15.59 
eet 8.67 9.81 11.47 13.49 15.87 
OOS 10 de 8.78 9.96 11.66 13.74 16.15 
+ RO 8.92 10.12 11.87 14.01 16.45 
SOts-cee st 9.05 10.30 12.11 14.31 16.75 
") See 9.21 10.49 12.36 14.61 17.09 
., See 9.38 10.68 12.63 14.93 17.42 
SES 9.55 10.90 12.93 15.26 17.79 
Dis <c-oe 9.73 11.13 13.23 15.61 18.15 
ae 9.95 11.42 13.60 16.01 18.53 
RS 10.16 11.70 13.96 16.43 18.92 
_ aes 10.42 12.03 14.86 16.89 19.31 

































20-Year Endowment 15.32 
ae 1 * 16.05 = 55 
ee $ 7.31 $8.99 $11. ‘ 17.79 23°90 
7 aie 7.36 9.03 11.46 27 18.83 25.90 
ae 7.40 9.08 11. é : S00r .... 
yes 7.45 9.13 ; i : 21.36 
ae 7.51 9.19 , : g 23.32 
BBS ood 7.56 9.25 11. : i 25.78 
| ee 761 980 dt: é i 28.69 
27 re eee 7.69 9.38 : f d 
29....... 7.82 9.62 11. -14| Massachusetts Mutual Life 
eee 7.98 9.64 : : : ° 
See 8.06 9.70 11.95 14.61 17.85 Is Issuing Ten-Year Term 
gS RR HESS ag Es 
CVS a Ne ee 28 : : x ’ 
Be iiss .31 9.87 12.10 14.74 17.99 The Massachusetts Mutual is Putting 
Brae rss i 4 : : & Scr 
ete tie 8.44 10.00 12:20 14:84 18.09 ro the gg BH ap in ite 
BB crcisrs-ave's 8.52 10.06 12.25 14.89 18.15] term policy. Until recently the com. 
39 Oe ets 8.58 10.13 12.31 14.96 18.21 — a = _ writings to the 
41....... 8.75 10.27 12:44 15.09 18.34 Ag oeail pian, but then came out with 
a ee 8.84 10.45 12.52 15.18 18.43 | the family maintenance policy, which js 
BB iia sieves 8.92 10.42 12.61 15.27 18.50 composed of whole life and term. Dur. 
HO SME WSS HEEB BSS R83 Jing the first seven years the new tem 
: b 12.92 15.63 18.79; form may be converted without med- 
13.05 15.77 18.90 | ical examination. Conversion to fam- 
tet 188s 19-02 | ily income or family maintenance is sub- 
13.57 16.32 19.29 | ject to consent of the company and may 
13.79 16.53 19.44) be made only as of attained age, 
14:92 18.77 19-80 | Due to the additional protection offered 
14.60 17.35 19.97] by these plans during the early years 
14.93 17.70 20.17} the company cannot allow the face 
Hae in pose 4 amount of the new contract to be th 
16.11 1897 20.88 | Same as the amount of ten year tem 
16.63 18.48 31.16 from which it was converted if there js 
° : “*9}no medical examination. If the family 
Special Retirement End. at 65 income or family maintenance policy js 
Age 1 5 10 15 20 | on the 20 year plan it may be issued for 
4 se eeees $ er o38 | bey $3328 40 percent, 15 years 50 percent or ten 
92...''°: 621 695 802 9:21 10.47 | years 60 percent. Surrender values are 
23 pean 6.30 7.07 8.19 9.39 10.71 allowed where reserve exceeds surren- 
25....... 6.49 734 8.54 9.79 11.21 ral —- — panes ow wa for 
SOs butaz 6.59 7.47 8.71 10.01 11.48 € policy, which 1S participating, are: 
|) See 6.70 7.62 8.88 10.22 11.76 | Age Prem. Ag Prem. Age Prem. 
Tea eee 682 7:79 9107 1047 (12,07 | 20... 9.47 32....$10.44 44....$1631 
BOS slechare 6.94 7.95 9.25 10.71 12.37] 21.. 9.53 33.... 10.66 45.... 17.24 
DS aeee 7.07 8.12 9.45 10.96 12.72 | 22. 9.58 34.. 0.91 46.... 18.9% 
Re 7.21 8.28 9.67 11.24 13.09 | 23. 968  $5.... 11:20 -47.... 1989 
7.36 8.44 9.88 11.53 13.48 | 24.. 9.68 36.. 11.54 48.... 20.62 
ees 7.51 8.60 10.12 11.84 13.89 | 25.. 972 37. 11.92 49.... 21.97 
eee 7.66 8.78 10.36 12.16 14.34] 26. Ot OSes 12.36 50. 23.44 
Tee 7.81 8.98 10.62 12.52 14.83 | 27.. 9:82 38. 12.85 51.... 25.05 
AGE crs 7.96 9.19 10.90 12.91 15.36] 28.. 9.91 40. 13.40 52.... 26.81 
See 8.10 9.39 11.19 13.32 15.93] 29.... 10.00 | 41. 1402 68... Sui 
BBoc sacks B86 9:61 19351 18:97 16154 180s. 10038 48; 14.71 54.... 30.79 
BOs e.ecsare 8.44 9.86 11.85 14.26 17.22] 31.... 10.27 43. 15.47 55.... 33.04 
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Sullivan Secures Victory drive is being handled by J. H. Harrop, 





Washington Commissioner Wins in His 
Issue With the Benevolent 
Protective Outfit 


OLYMPIA, WASH., Nov. 1.—Com- 
missioner Sullivan has won a victory in 
the suit instituted against him by the 
Benevolent Protective. The superior 
court holds that the commissioner not 
only has the power to prohibit this com- 
pany from operating unless it conforms 
to the provisions of the code, but it 
grants him similar power against about 
75 other companies operating in the 
State. 

The Benevolent Protective was organ- 
ized as a “charitable, educational and 
benevolent non-profit corporation,” and 
proceeded to sell memberships to ignor- 
ant people who thought they were buy- 
ing insurance. More than $22,000 had 
been collected when the commissioner 
ordered the concern to quit business. 
The officers brought suit to restrain the 
commissioner and until a hearing could 
be held, thousands of dollars more were 
collected from innocent victims. 








Equitable’s Western Campaign 


Eleven agencies of the western de- 
partment of the Equitable Life of New 
York, which comprises all of the terri- 
tory west of and including Denver, are 
engaged in a department campaign in 
honor of President Parkinson, Oct. 23- 
Nov. 27. All the agencies of this de- 
partment are ahead of their 1933 pro- 
duction records by a wide margin. The 





Salt Lake City manager and president 
of the western managers’ association, 
and W. H. Glines of San Francisco, su- 
perintendent of agencies western depart 
ment. 





Los Angeles Offers Free Courses 


The Los Angeles board of education 
is offering free insurance classes at Bel- 
mont evening high school Tuesday and 
Thursday evenings of each week, on 
life, fire, casualty, automobile, surety, 
marine and accident lines, both ele- 
mentary and advanced. 


Texas Company Group Elects 
DALLAS, Nov. 1—Earl B. Smyth, 
president Fidelity Union Life, has been 
elected president of the Texas Life 
Convention, an association of legal re- 
serve life companies. He succeeds E 
F. O’Donnel, president of the South- 
western Life. Burke Baker, president 
of the Seaboard, is vice-president and 
Everett G. Brown, vice-president and 
actuary of the Southwestern, secretary- 
treasurer. The executive committee in- 
cludes Mr. O’Donnell, E. P. Green- 
wood, president Great Southern; Harry 
Seay, president Southland; R. A. 
Stuart, vice-president Trinity, and Z. 
E. Marvin, president Gulf States Se- 
curity Life. 


The Order of Railway Employes of 
San Francisco, formerly operating 48 
chapter 6 assessment life, health and 
accident concern, has received authority 
to operate as mutual old line company 
following its qualification before Com- 
missioner Mitchell. 
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Virginia Congress Big Event 


More Than 400 on Hand in Richmond to 
Hear Riehle, Davis, Murrell and 
Other Speakers 





RICHMOND, Nov. 1.—Life under- 
writers from all sections of Virginia at- 
tended the sales congress staged by the 
Richmond Association of Life Under- 
writers, swelling the attendance to more 
than 400. It was the first state-wide 
event of its kind ever held. | x 

B. H. Walker, president Life of Vir- 
ginia, presiding at the morning session, 
and A. O. Swink, president of Atlantic 
Life, in the afternoon. Governor Peery 

raised the institution of life insurance 
and said that prosperity instead of be- 
ing just around the corner is already 
here. Former Governor E. Lee Trinkle, 
president Shenandoah Life, also spoke 
briefly. G. A. Bowles, Virginia com- 
missioner, and T. W. Ozling, member 
of the state corporation commission, 
were introduced. 

T. M. Riehle, president National as- 
sociation, speaking on “Raw Material,” 
said the life insurance salesman faces 
the coming year with more responsibility 
than ever before because the public has 
awakened to a new sense of the possi- 
bilities of life insurance. Life insurance, 
he said, is no longer considered a luxury. 
He declared that business including life 
insurance is definitely on the upturn. 

Thomas G. Murrell, New York City 
manager Connecticut General, spoke on 
“Prospects, Profits and Pleasure.” He 
said life insurance is the only way the 
average man can realize his hopes and 
ambitions. He urged agents to develop 
powers of observation and to use the 
family tree in developing prospects. 

One of the big jobs of a general agent 
is to put agents on a working program 
and to keep them working all the time, 
J. A. Smithies, southern superintendent 
of agencies Metropolitan Life, declared 
in outlining a “Program of Development 
for Agents.” He stressed the importance 
of thorough training of agents. 

A. T. Haley, general agent Massachu- 
setts Mutual, Greensboro, N. C., said: 
“We know what to do but we don’t al- 
ways do it. Develop good habits and 
good habits develop you. Planning, 
thinking and personality are more im- 
portant than knowledge in achieving 
success.” 

Life insurance was described by F. H. 
Davis, vice-president Penn Mutual, in 
his talk on “Faith in Action,” as the 
last economic resource of hundreds of 
thousands of people. 

* 


Program Is Announced for 
“Fall Seminar” at Columbus 


COLUMBUS, O., Nov. 1.—Paul M. 
Smith of the New England Mutual, 
president Columbus Life Underwriters 
Association, has announced the program 
for the fall seminar here Nov. 12. J. A. 
Hawkins, manager of agencies Midland 
Mutual, will speak on “Thrift in Action” 
at the luncheon. In the afternoon three 
group sessions will be held, at which 
the attendance will be limited to 165. 
The respective chairmen will be W. R. 

awrence, Provident Mutual; E. C. 
Deckard, Aetna, and W. E. Wetherbee, 
Massachusetts Mutual. Speakers are J. 
Boyd Davis, Penn Mutual; Don M. 
Behling, New England Mutual, and C. 
M. Roudebush. General discussions will 
follow the addresses. The general theme 
for the seminar is “Planning Business 
for the Future.” 

* * * 

Ithaca, N. ¥.—A new association has 
been organized with W. T. Stevens, pres- 
ident; H. G. Morgan, vice-president, and 
The Ss. Boothroyd, secretary-treasurer. 

executive committee is composed of 


S. Brown E E Erway P Ww 
, . . ’ , Oh ood 
d K, H. Vann. 





Moving Scene at Cincinnati 





Oldest Policyholder in the City Is Hon- 
ored by the Life Underwriters 
Association 


The Cincinnati Life Underwriters As- 
sociation at its meeting last week fea- 
tured Walter Craig, 93 years old, who 
was given a vase and a beautiful bou- 
quet of flowers because he is the oldest 
living policyholder in the city. He has 
carried insurance for 67 years. H. W. 
Hutchins, associate general agent Na- 
tional Life of Vermont, a member of 
the association for 40 years, made the 
presentation. The incident was very im- 
pressive and moving. W. A. R. Bruehl, 
general agent of the Home Life, was 
also given a token as he has had a 
policy in force 51 years. He and Mr. 
Hutchins were the oldest living mem- 
bers of the association present. 

The guest speaker was Paul W. 
Speicher of the “Research & Review” 
of Indianapolis, who delivered his ad- 
dress on “The Logic of Life Insurance” 
which won favorable comment at the re- 
cent meeting of the National associa- 
tion in Milwaukee. ; 

The November meeting will feature 
Lee B. Scheuer, general agent for the 
State Mutual Life, speaking on “Motiv- 
ation.” 

& @ 

Jackson, Miss.—Dr. J. O. Segura, vice- 
president and medical director of the 
Lamar Life, addressed the Mississippi 
association on “Relationship of the Un- 
derwriter and the Medical Department.” 

* * 

Oklahoma—The October meeting, a 
breakfast session, was an innovation in 
the regular regime and brought out an 
attendance of more than 175, exceeding 
that of any meeting for several years. 
Cc. C. Day, at the request of the program 
committee, repeated the address given 
at the National association meeting on 
“The Problem of Living as Presented 
Today.” 

* * * 

Warren, 0.—At the last meeting Jack 
Carroll, assistant superintendent of 
agents of the Lincoln National Life, 
spoke on the problems of the agent. He 
stressed prospecting methods. A C.L.U. 
study class is being sponsored on Mon- 
day mornings. 

*x* * * 

Western Nebraska—W. E. Rigg, presi- 
dent Nebraska association; C. P. Peter- 
son, general counsel Bankers Life of 
Nebraska, and Walter Cluff, educational 
director Kansas City Life, were speakers 
at the one-day sales conference at North 
Platte. A playlet was presented by Don 
Bryan and Ivan W. Smith, McCook. S. M. 
Hall, North Platte association president, 
presided. 


* * x 
St. Louis—‘‘Always talk about life and 
then the discussion of life insurance be- 
comes automatic after we have fixed the 
problem,” Stanley E. Martin, John Han- 
cock Mutual, Columbus, O., declared in 
his address on “Recognizing Your Job,” 
which he gave at the National associa- 
tion meeting. 
* * * 
Milwaukee—Frederick Bruchholz, an 
agency director of the New York Life 
in Chicago, will talk Nov. 15 on “Clos- 
ing a Sale,” giving four steps illustrated 
by charts. Mr. Bruchholz is vice-presi- 
dent of both the Chicago association and 
the Chicago C. L. U. chapter. 
x £ 
Indiana—President Homer L. Rogers 
announces that a new association has 
been formed at Anderson and will hold 
its first meeting Nov. 2. Another new 
association has been formed at Michigan 
City with 32 members. Formation of an 
association at Crawfordsville is under 
way. 
* * * 
Missouri—Frank H. Davis, vice-presi- 
dent Penn Mutual, will speak at the con- 
vention in St. Joseph, Nov. 8 Superin- 
tendent R. E. O’Malley will talk at the 
luncheon. Group meetings will be held 
in the afternoon. J. P. Ready, Mutual 
Life of New York, Kansas City, will lead 
a discussion on “The Approach.” P. O. 
Works, Penn Mutual, St. Louis, will dis- 


cuss “The Close.” Another session will 
be devoted to “Prospecting,” led by Guy 
A. Cowden, Springfield, Mo., Franklin 
Life. Chester O, Fischer, Massachusetts 
Mutual, St. Louis, will talk on “Weekly 
Records.” 

2 cs 

LaPorte County, Ind.—A permanent or- 
ganization has been perfected with E. J. 
Gibbons, W. H. Smutzer and P. J. Kelly 
of Michigan City, and C. L. Rhode, J. T. 
Voelker and Chris Nyberg of LaPorte as 
directors. Several members will go to 
Lafayette, Ind., Nov. 23 when Dr. S. S. 
Huebner will address the Lafayette asso- 
ciation. 

*x* * x 

Portland, Ore.—Cut-rate mail order 
life companies were attacked by A. H. 
Averill, Oregon commissioner, who 
warned the association of “trick” poli- 
cies being sent out by a California life 
association. He said 125 companies are 
now doing a mail order business in 
Oregon. He praised the action of agen- 
cies in reducing their number of agents, 
and improving the quality, leaving the 
smallest number of agents in years. 

*x* *K * 

Aurora, Ill—A new association has 
been organized. The staff elected is: 
President, B. J. Stumm, Northwestern 
Mutual; first vice-president, John Fell- 
man, Metropolitan; second vice-president, 
J. E. Moschel, Travelers; secretary, Art 
Nickson, Lincoln National; treasurer, H. 
F. Walbaum, Prudential. 

Directors—F. A. Thielen, Equitable, 
N. Y.; H. D. McWethy, Northwestern Mu- 
tual; T. F. McGowan, Lincoln National; 
H. J. Brunner, John Hancock; W. J. 
Mylius, Aetna Life; E. U. Banker, Mutual 
Life N. Y. 

* #e x 

Colorado—Oliver Thurman, vice-presi- 
dent and agency manager Mutual Benefit, 
will speak in Denver Nov. 6, on “What 
of the Future?” 

* * * 

Michigan—Effort will be made at the 
annual meeting in Jackson, Nov. 23-24, 
to effect a complete reorganization of the 
association on a more modern and effi- 
cient basis, according to President J. A. 
Pino, Lansing manager Mutual Benefit 
Life. Reorganization plans and a new 
constitution and by-laws will be pre- 
sented by a special committee. Details 
of the program are about complete. 





Frank L. Jones, vice-president Equita- 
ble Life of New York, will talk at a 
public session the first evening. Com- 
missioner C. E. Gauss is scheduled to 
speak Saturday morning. 

*x* * * 

Nebraska—A sales congress will be 
held in Omaha Nov. 9. J. F. Trotter, 
Kansas City, Mo., manager of the Mutual 
Life of New York, will talk on “Concen- 
tration of Effort Where Opportunity Is 
Greatest”; Chester O. Fischer, St. Louis 
general agent Massachusetts Mutual 
Life, on “Lessons Not Learned in Books” 
and “Doing First Things First,” and 
Clifford De Puy of the “Underwriters Re- 
view,” on “A Few Selling Ideas.” 

* * xX 

New York City—President T. M. 
Riehle of the National association will 
be the guest of honor Nov. 13. The 
speaker will be George J. Kutcher of 
New York City, general agent North- 
western Mutual, whose topic is “You Are 
Dead Tomorrow.” 

* * 

Augusta, Ga.—A new association has 
been organized with 40 members. E. C. B. 
Danforth, Jr., was elected president; 
P. H. Rice, Jr., vice-president, and B. E. 
Wilcox, secretary-treasurer, It will affil- 
iate with the National association. 

* * * 

Texas—Plans now are being made for 
sales congresses in Dallas, Houston and 
San Antonio on successive days in Feb- 
ruary. 

* * X* 


J. M. Weddell in New Post 


Announcement is made by the 
“Weekly Underwriters” of New York 
that Julian M. Weddell has been ap- 
pointed assistant secretary, with head- 
quarters in Chicago. He will represent 
the “Weekly Underwriter” as business 
representative in the western territory. 
He recently resigned from the staff of 
the “Insurance Field” of Louisville, with 
which he had been connected since 1927. 
He is a son of T. Rockefeller Weddell 
of Chicago, associate editor of the “In- 
surance Field.” 


The Southwestern Life will hold its 
annual agency convention in Fort Worth, 
Tex., Dec. 13-15. 
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GENERAL AGENCY NEWS 





“Big Shots” Have Lost Vision 





Clay Hamlin in Detroit Talk Tells Why 
Smaller Producers Are Doing 
‘ Better Today 





DETROIT, Nov. 1.—In life insur- 
arice, as in many other lines of business, 
the “big shots” are not functioning now 
as well as some of the lesser producers, 
because they have lost their vision, Clay 
Hamlin, Buffalo, general agent Mutual 
Benefit, told 60 members of the Johns- 
ton & Clark general agency here, to- 
gether with 40 general agents and lead- 
ing producers from other Detroit agen- 
cies. 

To illustrate his point Mr. Hamlin 
told of his experiences in selling his 
home in Buffalo during the depression. 
He went to the four leading realtors in 
the city. All of them said it would be 
impossible to sell so expensive a home 
at any but a ruinous figure and added 
that it probably could not be sold at 
any figure. Finally he went to a lesser 
known concern that seemed to be doing 
business despite conditions, got hold of 
two real estate saleswomen who did not 
seem to know that houses could not be 
sold—and they sold the place for $12,500 
more than the highest figure suggested 
by the “big shot” offices. 

The same situation obtains in life in- 
surance, he said, pointing to the records 
being made by some of the newer agents 
who did not know how easy it was to 
sell insurance in prosperous times, while 
many of the million-dollar producers of 
former years are writing a compara- 
tively small volume today. 


Has Big One-Day Drive 
Members of the E. E. Henderson 


general agency of the Pacific Mutual 
in Chicago and the office staff in a 





whirlwind one-day drive last week 
wrote 118 applications for $355,930 com- 
muted value of life and accident busi- 
ness in a loyalty tribute to their chief. 
There was $57,500 life insurance, $6,323 
retirement annuity premiums, $300 non- 
cancellable accident and health busi- 
ness and $811 commercial accident. 
Every member of the clerical force 
scored as well, one woman clerk writ- 
ing seven applications. The day ended 
with a dinner and celebration in the 
office. 

The large production was reported 
this week at the regular agency meeting 
to three home office officials who were 
in Chicago attending the joint confer- 
ence of the Research Bureau and Life 
Agency Officers. They were D. C. 
MacEwen, vice-president in charge of 
agency department; C. I. D. Moore, 
vice-president agency department, and 
L. W. Morgan, vice-president in charge 
of policy department. All three spoke. 


New Orleans Agency Wins Cup 
The New Orleans branch of the Life 
of Virginia has been awarded the Frank 
Orgain cup for showing the most in- 
creases in the three months ending 
Sept. 24. Frank S. Kenny is district 
manager there. 


Mathus Detroit Speaker 


K. H. Mathus, director of advertising 
and sales promotion Connecticut Mu- 
tual Life, addressed the H. C. White 
general agency in Detroit on “Sales 
Promotion.” 


Waddell Gives Cleveland Address 


R. N. Waddell, general agent of the 
Connecticut Mutual Life in Pittsburgh, 
addressed the monthly meeting of the 
A. H. Bennell agency of the Mutual 
Life of New York in Cleveland on “Mo- 
tivating the Sale.” 











MANAGERS’ ASSOCIATION NEWS 





Plats’ for Cincinnati Talks 


General Agents Arrange for Outstand- 
ing Speakers to Discourse on 
‘Subjects of Interest 








Outstanding men in various parts of 
the country have been selected by the 
Cincinnati Associated Life General 
Agents: & Managers to address the or- 
ganization in a series of eight seminars 
on the problem of agency building and 
management. 

It was felt that a short talk after 
luncheon by a guest speaker on a sub- 
ject which he perhaps was not par- 
ticularly interested in was neither fair 
to him nor of benefit to the members. 
An effort has been made, therefore, to 
secure an outstanding man who is par- 
ticularly known for excellent work in 
some particular aspect of agency build- 
ing. He will be given an opportunity 
to go into the subject in which he is 
interested exhaustively, the entire after- 
noon, if necessary, ‘being utilized for: this 
purpose. 

The speakers definitely on the pro- 
gram to date are A. E. Patterson, gen- 
eral agent Penn Mutual, Chicago, and 
William Beers, general agent New Eng- 
land Mutual, New York City. Mr. 
Patterson was buttressed by C. B. 
Stumes, also general agent of the Penn 
Mutual in Chicago, who discussed “Fi- 
nancing Men.” Mr. Patterson’s subject 
was “The ‘Mechanical: Setup of an 
Agency” and Mr. Beers will speak on 
the same subject. Mr. Patterson and 
Mr. Stumes gave talks Oct. 25, Mr. 
Beers is on for November. 

It is planned to hold the meetings 


- 





the fourth Thursday of each month ex- 
cepting when this day will fall on a 
holiday, in which case the meeting will 
be moved forward one week. The 
speeches will be stenotyped, bound and 
distributed to members when the series 
is over. 


Outline 


Chairman Stumes of Chicago Association 
Committee Tells of Proposals 
at Managers Meeting 





Illinois Legislation 








High lights of proposed IHinois legis- 
lation were given by C. B. Stumes of 
Stumes & Loeb, general agents Penn 
Mutual, Chicago, at the meeting of the 
general agents and managers’ division of 
the Chicago association. One bill pro- 
posed is an amendment to section 75 
to require after March 1 a license for 
life agents, the fee to be $1 for agents 
representing a domestic company, $2 for 
foreign and $10 for nonresident agents. 


Provisions Are Strict 


Another measure would qualify life 
agents similar to the general insurance 
agents qualification laws now in force 
in Illinois. They must file written ap- 
plication under oath, giving name and 
address, whether any license previously 
had been issued and/or revoked in IIli- 
nois or any other state, give their busi- 
ness for the last five years, and any 
other requirements in the discretion of 
the insurance director. They must be 
reasonably familiar with insurance and 
the laws, and be recommended by two 
responsible persons. They must give 
any information the director. might. re- 


quire to prevent writing insurance on 
their @wn lives, and not solicit insurance 
for an unlicensed company. : 

It would be required that they give 
the name of the company they are going 
to represent and that an official of the 
company furnish a statement certifying 
employment of the agents. There is 
also a provision regarding misrepresen- 
tation and covering other general regu- 
latory matters in the insurance agents 
and brokers’ qualification law. 

A. C. Resek, license supervisor of 
the insurance department, spoke and ex- 
plained that if the life agents were in- 
cluded in the qualification act the per- 
sistent practice in Illinois of agents 
securing appointments and advances 
from several agencies, would be elim- 
inated. He said all applications for 
agents’ licenses would be carefully scru- 
tinized. 

Clarence Randall, chairman trades and 
industries division of the community 
fund and vice-president of Inland Steel, 
made a plea for active participation in 
the drive. Lynn Broaddus, Acacia Mu- 
tual manager, is chairman of the life 
underwriters community fund commit- 
tee. The quota is $30,000. Frederick 
Bruchholz, agency director New York 
Life, for his group pledged $2,000. 





New Lineup in Birmingham 

A life managers’ section of the Bir- 
mingham (Ala.) Association of Life 
Underwriters has been organized to 
take the place of the Alabama Life 
Managers Association, recently dis- 
solved. Eugene Watlington, Aetna Life, 
was elected chairman; Ben Walker, 
Equitable, secretary; O. L. Mims, treas- 
urer, and T. J. Huey, Prudential, mem- 


bership secretary. Mr. Watlington has 
also been elected secretary of the un- 
derwriters association to succeed R. E 
Kasler, Commonwealth Life, resigneg 

The life managers’ section has ap. 
pointed a committee headed by Her. 
bert Baum, Protective Life, to urge the 
Life Insurance Sales Research Bureay 
to hold its southeastern school fo 
agency managers in Birmingham. 4 
campaign to rid the city of part-time 
agents will be launched. 





Bragg Gives St. Louis Course 


James Elton Bragg, for some time 
in charge of the life insurance course 
conducted by New York University, wil} 
conduct a sales course in St. Louis next 
week under the auspices of the St. 
Louis General Agents & Managers As. 
sociation. 





Inspections Los Angeles Topic 


At the luncheon-meeting of the Life 
Managers Association of Los Angeles 
W. Stufflebeem, manager Retail 
Credit Company, discussed ‘“Coopera- 
tion between the manager or general 
agent and the inspection source.” J, L, 
Norwood, assistant manager of the Re. 
tail Credit, described the procedure on 
inspection reports. 


¢ 


Des Moines Managers’ School 


The Life Insurance Sales Research 
Bureau, in cooperation with the Des 
Moines General Agents & Managers 
Club, will hold a managers’ school there 
Nov. 7-8. C. E. Brown, agency man- 
ager Mutual Life of New York, is presi- 
dent of the club sponsoring the school, 

















By R. B. 


Cc. B. KNIGHT TABLET UNVEILED 


A tablet was unveiled to the memory 
of C. B. Knight, later general agent of 
the Union Central Life in New York 
City, founder of the Charles B. Knight 
Agency, and a director of the company, 
the ceremony taking place in the agency 
auditorium in the presence of the 
agency and office staffs. Vice-president 
Jerome Clark represented the home of- 
fice and paid tribute to the esteem in 
which .Mr. Knight was held there. 
Stressing the fact that life insurance was 
by a wide margin Mr. Knight’s major 
interest, Mr. Clark recalled his enthusi- 
asm for everything that would benefit 
the agent and raise standards of life in- 
surance selling. 

The tablet was unveiled by Bennett 
Barton, son of Walter Barton, presi- 
dent of the agency, and grandson of 
Mr. Knight. Presentation was by Her- 
man Stark, agency production leader. 


* * * 
MADE PUBLIC RELATIONS DIRECTOR 


J. S. Kornfeld, former United States 
minister to Persia, has been appointed 
director of public relations of the Clif- 
ford L. McMillen agency of the North- 
western Mutual Life in New York City. 
Dr. Kornfeld, a distinguished clergy- 
man and Chautauqua lecturer, active in 
civic and educational affairs in Colum- 
bus, O., and Toledo, O., where he has 
served for the past 25 years in the min- 
istry of the Jewish Reformed Church, 
resigned recently from the Collingwood 
Temple in Toledo to come to New York 
to enter upon his new work. 

“In view of the far reaching impli- 
cations of the life business during recent 
years,” said Mr. McMillen, “we have 
placed Dr. Kornfeld in charge of our 
public relations department because his 
long and distinguished record as a pub- 
lic servant, both as a clergyman and as 
United States minister to Persia, has 
given him a broad and comprehensive 
view of economic and sociological ques- 
tions. He will be free to appear at 





public meetings and group gatherings in 
New York and neighboring cities to dis- 


AS SEEN FROM NEW YORK 


MITCHELL 





cuss vital questions affecting the social 
and economic life of the individual and 
the community.” 


Riehle in Strong Appeal 
for Good Agency Selection 





(CONTINUED FROM PAGE 6) 


is as easy as rolling out of bed’ to get 
into the life insurance business? 

“On the question of elimination, it is 
admitted that sentiment plays some patt, 
which is no doubt one reason why elim- 
ination is not more fully exercised. But 
is it not true that the highest form which 
sentiment can take, in many cases, is 
to terminate? It is also true that it is 
human nature to avoid unpleasant tasks. 
Avoidance aggrevates problems—does 
not solve them. 

“If time would permit, I could cite 
cases of agencies where reasonable prin- 
ciples have been established and adhered 
to, with striking results in lessened mor- 
tality, reduction in overhead expense and 
lowered lapsation, also resulting in 4 
very rich percentage of agents actually 
making a living, establishing reserves 
and having some fun in the process. 

“The field believes that you could 
properly reduce the number of represen- 
tatives by a substantial percentage with- 
out causing harm to anyone or legitt- 
mate criticism from any source and, at 
the same time, increase your volume of 
quality business. All the life-career un- 
derwriter asks is that his task, difficult 
enough at best, under present condi- 
tions, shall not be made more difficult 
by unfair competition. i 

“You have always been generous in 
admitting the importance of the agency 
force to the companies, not only in the 
sale of new business but in such factors 
as mortality, claim difficulties and perf- 
sistency. Do you not think that the 
field, in turn, is justified in asking only 
for a new assurance that you are alive 
to the difficulties under which they labor 
and are determined to give them relief? 

“Personally, I do not see why a com- 
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hould not be as careful in passing 





s 

h pod applications for agency contracts 
d RE as it is in underwriting applications for 
Signed It has always seemed to me 


jnsurance. 


aS ap. Be inat an agency contract committee 
'y Her. FF nakes just as much sense as a commit- 
Se the BF tee on underwriting. 
by Calls for Practical Standards 
am. A “It should be possible to find some 
art-time [FE kinds of practical standards for a life 
underwriter, not only for each company, 
or group of companies, but for each lo- 
cality. This is not a job for insurance 
ag commissioners, but for home offices and 
le time managers. It is not enough to say that 
Course the problem lies wholly on the desk of 
ty, will Ie the general agent and manager, and that, 
is next especially in the general agency com- 


he St any, there is no intervention possible, 
on the part of the home-office. 

“Home offices must bring home to 
| managers and general agents a philos- 
“= | ophy of selection. Very definite steps 
opic should be taken and processes estab- 


e Life lished leading to the improvement of 
ngeles field representation. These steps and 
Retail F processes will filter through, if they are 
Opera- thoughtfully worked out, and rightly 
eneral promulgated. ; 

p23 “T feel that you men have, right now, 
ie Re. a great opportunity to give these things 
Te on renewed life and to make the field real- 


ize that you are doing that very thing. 
Urges Vigorous Action 


“Mechanical devices of all kinds are 
an aid, but alone they are not sufficient. 
The field yearns to see the heart of the 
home office thrown into the solution of 
this problem, not merely the mind. 
Warm the heart of the field with a 
promise of concerted action which you 
deem desirable. The field is not un- 
mindful of the fact that this will meet 
with much enthusiastic acceptance, some 
bitter opposition and a lot of apathy. In 
the past, the latter has been our greatest 
enemy. The field hopes that ‘your in- 
terest in these problems will be contin- 
uous, intelligently aggressive and pro- 
' ductive of far-reaching results. 
ocial FF “The field is also hopeful that, in the 
and not too far-distant future, something of 
> amajor nature can be accomplished, to 
place the marketing and distribution of 
life insurance service somewhere near 
the plane of its vital value to humanity.” 





Must Pay Tax on Annuities 


SEATTLE, Nov. 1.—Life companies 
operating in Washington must pay a 
premium tax on annuities, Commissioner 
Sullivan having maintained his stand 
successfully. As a result, the state will 
collect $76,300 on annuity premiums col- 
lected in 1933. The premium payments 
in 1933 on annuities aggregated $3,393,- 
000, The leading companies sought an 
injunction to restrain the department 
from collecting the premium tax, con- 
tending that annuities were not taxable, 
being in reality deposits and not pre- 
miums. After a series of hearings, the 
companies filed voluntary dismissal of 
their petition. 








Life Advertisers 
Hold Annual Meet 


(CONTINUED FROM PAGE 3) 








tal condition prevails, as it does today, 


- it seems obvious that life insurance ad- 
; vertising on a bright and happy theme 
will strike a more responsive chord. 


The dramatic appeal is more easily se- 
Cured with scare copy, which no doubt 
has influenced its more frequent use. 
Although the negative appeal has re- 
ceived a considerable number of direct 
inquiries, it is also important to secure 
the greatest number of readers. If ad- 
vertisements are gloomy or unpleasant, 
the natural inclination of the potential 
reader is to turn away. Some people 
do require to be shocked into a realiza- 
tion of their need for life insurance, but 
according to Mr. Elvins it is best to 
leave this up to the individual salesman. 
I am thoroughly convinced that pleas- 
ant, hopeful, optimistic copy is today 
more acceptable to the great bulk of 
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readers than scare copy,” he declared. 

The value of outdoor advertising was 
told by F. L. Fisher, of the Lincoln 
National Life. The Lincoln National 
Life has studied outdoor advertising as 
a medium and has found many points of 
advantage. In planning such advertis- 
ing it is necessary to consider the 
amount of the company’s business in 
the territory and the possibilities of fur- 
ther production. 


Tells of Training Work 


The training of new men through 
agency schools was discussed by M. L. 
Williams, Provident Mutual Life. To 
prove the quantity and quality of new 
organization work, the Provident Mu- 
tual began a study in 1931 of the prob- 
lem and devised a training service for 
its general agents. The agency school 
aims to accomplish seven things in a 
two weeks course to teach new men: 
(1) To believe enthusiastically in the 
value of life insurance; (2) to under- 
stand human problems and how life in- 
surance will help men to solve them; 
(3) to prospect, and to regard pros- 
pecting as a continuing job; (4) to be 
able to give a good sales talk; (5) to 
work hard and effectively; (6) to be a 
good manager of time and energy; (7) 
to have confidence in himself. 


Send Home Office Man 


The details in making arrangements 
for the school and getting recruits is 
handled by the general agent. An 
agency department man from the home 
office is sent out to conduct the school 
with the aid of the general agent. Lec- 
tures, demonstrations, sales and pros- 
pecting talks, explanation of policy con- 
tracts and rates with a liberal amount 
ot text book reading, feature the course. 

In three years 45 two weeks schools 
have been held, the average starting 
group numbering eight men with six 
finishing. The net results have been 
three new active agents per school, who 
produced during their first contract year 
at a rate better than the average for new 
whole time men. As a result, 125 ac- 
tive full time men have made a very 
good start on their way to success in 
the business. 


Week Drive Worth While 


The possibilities of financial inde- 
pendence week were pointed out by E. 
R. Trangmar of the Metropolitan Life. 
He said that financial independence 
week was very much worth while as an 
advertising effort, although it was a 
mistake to expect from it the kind of 
results that come from a well form- 
ulated continuous advertising program. 
In determining the question whether 
the week’s drive is profitable from a 
return on the money spent standpoint, 
Mr. Trangmar said that the objective is 
not sales but education. “The feeling is 
that with 100,000 men in the field—all 
of them men who must eat—the public 
gets plenty of sales pressure, and that 
what the public needs, really, is a bit 
of a breathing spell—an opportunity to 
stand back for a few moments and look 
not at the life insurance salesman, but at 
life insurance.” 


Intent Is to Make Friends 


The advertising incident to financial 
independence week is not written to 
pull inquiries but to make more friends 
for life insurance. However, the sales 
results have also been worth while, al- 
though the objective is secondary. The 


nancial independence week give visual 
assurance that the results are commen- 
surate with the effort. 

Another value of financial independ- 
ence week is the cooperative spirit de- 
veloped between the agents of all com- 
panies. The week also serves the same 
functions as company conventions do, 
to “get last year’s cobwebs cleaned out 
and to freshen up our thinking.” There 
is a revitalizing force and the agent is 
put in a better position to anticipate 
and deal with problems that changing 
conditions present. 

The use of illustrations in advertising 





was discussed by D. J. Murphey, Gen- 





increased number of calls made in fi- |: 








Advertising Head 

















NELSON A. WHITE, Philadelphia 


Nelson A. White, head of the adver- 
tising department of the Provident Mu- 
tual Life, is presiding this week over 
the meeting of the Life Advertising As- 
sociation at Memphis. 








eral American Life. Illustrations are in- 
tended to convey ideas, said Mr. Mur- 
phey. If an illustration can add anything 
to an idea to make it clearer or more 
readily understood, it should be used; 
otherwise, no. Illustrations help the 
reader to a quicker, easier, more simple 
grasp of the idea behind the whole ad- 
vertisement. However, space is too val- 
uable to be used for picture galleries. 
Illustrations for any purpose other than 
the conveyance of an idea tries the read- 





er’s patience. Illustrations should not 
be used as an after thought. They should 
be an integral part of the general idea 
of the whole advertisement. Illustrations 
are used to give wings to copy and con- 
vey ideas when they can do so more 
forcibly and more quickly than words. 


Function in Conservation 


Ways by which the advertising man- 
ager can aid the conservation department 
were discussed by E. A. Brock, secretary 
of the Great West Life. The advertis- 
ing manager should not be exclusively 
new business-minded, but should always 
add the conservation slant if it is pos- 
sible to do so without detracting from 
the sale value of his advertising. The 
purpose of a company is not to write 
applications and issue business, but it is 
to spread and maintain a blanket of pro- 
tection over the largest number of homes 
and human ambitions. 

The policyholder’s attitude towards his 
life insurance determines persistence or 
lapsation. If every policyholder regarded 
his life insurance as his most valuable 
possession, there would be no need of a 
conservation department. The aim of 
both the conservation and advertising 
departments should be to make the pub- 
lic understand life insurance for what it 
really is—the most valuable property 
available. 


Sell Value of Article 


A too direct appeal in advertising to 
buy a policy tends to weaken the effect 
because it places the advertiser in the 
class of thousands of other competing 
advertisements obviously out to sell 
something, said Mr. Brock. “Many com- 
panies are swinging away from the direct 
appeal to buy, to the indirect and more 
effective appeal of demonstrating the 
value of the article.” 

Mr. Brock suggested that in publicity 
work the advertising managers play up 
the conservation angles, such as im- 
proved loan repayments, examples and 
instances of conservation work and the 
value of quality business. 





Old Enough, Large Enough 
Comfortable To Deal With 


Founded in 1865 and functioning without in- 
terruption or setback for close to seventy years, 
the Connecticut General has demonstrated its 


stability. 


Fifteenth in size among more than 300 United 
States life insurance companies it has shown the 
vitality necessary for healthy growth. 


Everywhere it is known as a company on 
very cordial terms with competitors, with its own 
agents and with policyholders. v 


Connecticut General 
Life Insurance Company 


Hartford, 


Conn. 
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BUFFALO MUTUAL 
LIFE INSURANCE COMPANY 





{ Whole Life Special * 20 
5 Payment Life Special « 
{ Multiple Option Life and 
> Annuity? 10 and 20 Year 
f Modified Ordinary Life « 
10 and 20 Year Family 
f Income © Endowment at ,; 
{ Age 65 © Ordinary Life, 
( Endowment at 85 © 20 


{ 


Payment Life, Endowment 

+ at 85 © 10, 15, 20 Year 

| Endowment ¢ Special Con- 

vertible Term © 10 Year 

5 Term © Children’s Policies, 
i Birth to age 10, three eat, 


al 








There seems to be a growing demand for 
Term Insurance as a protection against 
dollar devaluation. In cases where Term 
Insurance is desired, the Buffalo Mutual 





th Y : 
18 POLICIES { “10 and 20 year Modified Whole Life 
|) oe accomplish the same result at a 
Dependable ; ; 
Protection } lesser net cost and in a manner much 


more satisfactory to the assured. We want 
to prove this to field men who would be 
interested in taking on our line in New 
York or Ohio. For further information 
write to our Superintendent of Agents, 
E. Parker Waggoner, Home Office, 452 
Delaware Ave., Buffalo, N. Y. 
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Southland Life’s Agency 
Committee Meets Today 


. ..and every week day! Southland Life believes that the agency is 
the most important part of the company’s affairs, and every chief 
executive and department head is interested in helping the agent. 


Perhaps you are interested in associating with a company like this. 
If you are, you may write in confidence to Clarence E. Linz, First 
Vice-President, or to Col. Wm. E. Talbot, Vice-President and 


Agency Manager. 


Southland Life Insurance Comp4ny 


HARRY L. SEAY, President 
HOME OFFICE ‘ é . ;: ; 
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Hard Winter Ahead 


Goose bone prophets freely predict another hard 
winter ahead. But life insurance men who are 
properly equipped for easier selling need not 
worry over cold weather. Increased production 
will keep their home fires burning brightly. 


Fidelity Offers... 


In addition to effective visual appeals which cap- 
ture attention, arouse interest and launch the 
agent into his selling theme in the first few min- 
utes of the interview, Fidelity workers are backed 
by a complete kit of modern policies, including 
Low Rate Life, Family Income and its famous 
“Income for Life” plan. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 





Gives Explanation 


of Canadian Pact 





(CONTINUED FROM PAGE 6) 


the attention of the joint committee to 
A number of sugges- 
tions were advanced and much reform 
An attempt was 
made to educate the policyholders by 
sending with each premium notice a 
message against twisting signed by the 
companies and the Life Underwriters 
Association and endorsed by the super- 
letter was 
sent by the general manager of every- 
company to his agents stating the posi- 
tion which the company took in regard 
to twisting and warning that no man 
would be continued in employment who 


a large extent. 


has been accomplished. 


insurance. A 


intendent of 


carried on any such practice. 


The companies agreed not only to 
have the question in the application form 
concerning the dropping of insurance in 
but also to have a 
question in the agents’ form of a simi- 


other companies, 


lar nature. 
It was agreed that the 
against which a complaint has 


forts 


guilty or innocent of 
made. 
The big problem 


second was 


to exist. 


this year. 


Nevertheless there were a great num- 
ber of men who were not making a liv- 
ing out of the business and could not 


perform a creditable service. 


The joint committee therefore under- 
some agreement 
whereunder more men would be elimi- 
nated at the time of their selection and 
there would be elimination of the men 
who had not proven in their first two 


took to work out 


years their ability to earn a livelihood. 


In December of last year there was a 
meeting of the executives of the compa- 
nies who were called to ratify the pro- 


posals of the joint committee. 


It was agreed, in order to eliminate 
undesirable and unsuccessful men prior 
that a prospective 
agent should be of good character and 
of good reputation in this community, 
on the theory that the reputation of the 
whole business rests upon the reputation 


to their selection, 


of the agent. 


The companies agreed that a man 
must be of such education as to prop- 
erly serve the community in which he 
might be placed. Without setting any 
definite standard, the point was consid- 


ered of importance. 

It was agreed that a man should have 
a record of continuity of employment. 
He should not be a man whose business 
record has been essentially unsuccessful. 
This item of the agreement was intended 
to eliminate the man who drifted from 
business to business and came to life in- 
surance as a last resort. 

It was agreed that an applicant should 
not be eligible unless he were bonded 
by a recognized surety company. 

The second step taken was to get an 
agreement for the elimination of men 
after they had entered the business. The 
joint committee urged that the compa- 
nies conduct educational courses cover- 
ing an understanding of the laws gov- 
erning an agent’s license, familiarity 
with the ethics of the business and a 
working knowledge of life insurance 
necessary for an intelligent service. The 
companies agreed they should not have 
more new members on their staff at any 
time and they should be educated by the 
supervisor in charge. 

Then came the agreement as to mini- 
mum production. The agreement was 
verbal and not written. 























It has done much to eradicate from 


company 
been 
made should first direct its strongest ef- 
toward conserving the original 
company’s policy and later should direct 
its energies to proving its representative 
the: accusation 


the 
over-crowding in the field. An analysis 
of the published lists of agents operat- 
ing in the various provinces did not 
show evidence of such a large increase 
in the number of licenses as was thought 
There had been an increase 
from 1929 until 1931 and even until 1932, 
but there was a decrease in 1933 and 
there has been a still further decrease 


=—=:” 





i, 
Glimpses of the Agency | 
Officers at Chicago 


a 

O. Sam Cummings of Dallas y 
among those attending the sessions , 
the Research Bureau and Life Ageno 








for the meeting of the internation, 

council of Rotary. He is Texas man- 

ager for the Kansas City Life ang, 

trustee of the National Association ¢j 

Life Underwriters. 
* Ok * 

A large number of the conventionee 
neglected to consult their programs jy 
advance and thought the meeting was t) 
start Monday morning instead of thy 
afternoon. They appeared outside th 
convention hall early in the morning an 
J. M. Holcombe, Jr., manager of th 
bureau, had to appear and shoo they 
back to their rooms. 

x 


pink convention badges and were thy 
singled out for abuse, praise or interro. 
gation. Members of the bureau staf 
wore blue badges while the proletaria 
was adorned with white badges. 

kk Ok 


On Monday evening the convention. 
eers gathered in one dining room for 
an informal dinner and dance. That 
noon the bureau was host at a luncheon 
for the insurance newspapermen. 

ee 2 


About 30 officials of companies located 
in the general neighborhood of the Mis 
souri Valley were guests at breakfast 
Wednesday of W. T. Grant, president 
of the Business Men’s Assurance. They 
were among those attending the meeting 
of the Research Bureau and Agency 
Officers in Chicago. Mr. Grant intro- 
duced his guests, saying something 
pleasant about each. T. Riehle, 
president National Association of Lie 
Underwriters, was present and wa 
called on for a few remarks. 
officials of that association present 
were Roger B. Hull, managing director, 
and O. Sam Cummings of Dallas, one 
of the trustees. 

* OK Ox 

The headquarters staff was repre: 
sented by J. M. Holcombe, Jr., manager, 
H. G. Kenagy, assistant manager, L. W. 
S. Chapman, Miss Elizabeth Stevens, 
R. N. Ford, L. J. Doolin, L. S, Morrison, 
K. R. Miller, J. H. Wood and Wari 
Phelps. 

* * *& 

About 25 agency officers, who attended 
the first bureau seminar for head office 
people two years ago, are remaining in 
Chicago Thursday and Friday of this 
week for something of a reunion. The 
group is discussing current situation: 
against the background of the discw- 
sions two years ago. 

* * * 

Roger B. Hull, managing director 0 
the National Association of Life Under- 
writers, was on hand to follow the pro- 
ceedings, which had an important bear- 
ing on the welfare of members of his 
organization. 

* * * 

M. A. Linton, president of the Provi- 
dent Mutual, led a discussion on unem- 
ployment reserves Sunday morning fol- 
lowing the services at the Quaker 
church on the south side of Chicago. 
He was in Chicago for the meeting of 
the Research Bureau and Agency Off- 
cers. Each week the Quakers in Chicago 
have a period for discussion of social 
questions following the regular services. 








the minds of agents the feeling that the 
companies were willing to take any mat, 
no matter who he might be, into the 
business. The Canadians are hopeful 
that the agreement will improve agency 
selection, gradually securing a better and 
more thoroughly trained class of agents 
and eliminating the hanger on. “Every 
unsuccessful agent,” he said, “who 35 
still permitted to remain on the staff of 
the company brings discredit to the 
business and makes it more difficult to 
induce the man who could make a suc- 
cess to enter the business, thus retarding 





the growth of the organization.” 


Officers in Chicago. He was in the cin 
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~ New Emphasis Put On Old Problems 


(CONTINUED FROM PAGE 1) 





mands to the men who can do some- 

i bout it. 
OO eher the companies individually 
or collectively will make radical changes 
in their field practices remains to be 
seen, The question absorbed the seri- 
the Chicago convention 
and the consequences of any action, 
which would put thousands of men out 
of the business, were being weighed. 

The meeting was exceptionally well 
attended, about 350 being on hand and 
the sessions were faithfully attended, 
very few convention cynics, who register 
and then assiduously stay away from 
the sessions, being noticed. 

Riehle Committee Named 


On Wednesday after Mr. Riehle had 
concluded his speech, a committee was 
appointed to study and take action upon 
his proposals. Members of that com- 
mittee are: Frank H. Davis, Penn Mu- 
tual, chairman; H. H. Armstrong, Trav- 
elers; W. W. Klingman, Equitable of 
New York; W. W. Jaeger, Bankers of 
Iowa; T. A. Phillips, Minnesota Mutual; 
W. P. Coler, American Central; D. C. 
MacEwen, Pacific Mutual; H. E. North, 
Metropolitan, and J. M. Holcombe, Jr., 
Sales Research Bureau. 

An important decision was that finan- 
cial independence week should be perpet- 
vated. Prior to the meeting there had 
been some sentiment in favor of aban- 
doning the enterprise, but this was over- 
come and enthusiastic support was in- 
dicated. 

New Officers Chosen 


The two organizations have a some- 
what complicated governing setup. The 
Research Bureau has a board of 15 di- 
rectors, with a chairman and vice-chair- 
man, as well as an executive committee 
of five with a chairman. 

The new chairman of the board of 
the bureau is A. L. Dern of the Lincoln 
National. He succeeds E. B. Steven- 
son, Jr., of the National Life & Acci- 
dent. The new vice-chairman is H. L. 
Amber of the Berkshire Life. The new 
chairman of the executive committee is 
W. W. Jaeger, Bankers Life of Iowa, 
succeeding M. A. Linton, Provident Mu- 
tual. Other executive committeemen are 
J. C. Higdon, Business Men’s Assur- 
ance; H. W. Manning, Great-West Life; 
F. B. Wilde, Connecticut General, and 
A. L. Dern. New directors of the bu- 
reau are G. H. Chace, Prudential; D. C. 
MacEwen, Pacific Mutual; F. P. Sam- 
ford, Liberty National; J. G. Stevenson, 
London Life, and O. J. Arnold, North- 
western National. 

The Agency Officers Association is 
governed by an executive committee of 
nine with a chairman and vice-chairman. 
H. E. North of the Metropolitan Life 
is the new chairman, while the new vice- 
chairman is H. M. Holderness, Connecti- 
cut Mutual. New members of the com- 
mittee are: J. C. Behan, Massachusetts 
Mutual; W. Carlisle, Mutual Life of 
Canada, and John J. Moriarty, General 
American Life, 





The first session Monday afternoon 


was in charge of E. B. Stevenson, Jr., 
of the National Life & Accident, in his 
capacity as chairman of the board of 
the bureau. He introduced Manager 
Dewey of the Edgewater Beach Hotel, 
who extended a welcome. 

Mr. Stevenson spoke of the value of 
research, saying that with the prospect 
of low average interest returns ahead, 
efficiency in field activities becomes 
vital. The insurance business, he said, 
is fortunate in having the Research Bu- 
reau at its command in these circum- 
stances. 

He said certain long standing prob- 
lems have become acute under present 
conditions. Among the problems he 
mentioned part time agents in urban cen- 
ters, unsuccessful agents and the train- 
ing of agents. ; 

He announced four new companies 
had just been elected to membership, 
they being the Farmers & Bankers Life 
ot Wichita, Great National of Dallas, 
New World Life, and Standard Life of 
Pittsburgh. 


Linton Is Introduced 


Mr. Stevenson, thereupon introduced 
M. A. Linton, president of the Provident 
Mutual and chairman of the executive 
committee of the bureau. He presented 
a review of bureau activities in novel 
fashion, calling upon various members 
to amplify certain points. He called on 
H. L. Ambler of the Berkshire Life, who 
told how his company has tackled the 
problem of agency costs. The general 
agents were interviewed in an attempt 
to discover a ratio between cost of old 
and new business. The general agents 
became cost conscious and the analyses 
were favorably received. As a result 
of the efforts that were put forth, the 
Berkshire was saved $6.75 on each $100 
of new premium income. It became pos- 
sible to tell the general agent the value 
of his business and the cause of exces- 
sively high costs. 

An average of the costs in the ten 
best agencies of the company was pre- 
pared\ and other general agents are 
urged to work towards that average. 

Henry Bossert of the Provident Mu- 
tual was introduced to tell something 
of his company’s research. Agencies 
are classified according to size and con- 
centration of salesmen. The quality of 
business of individual agents is analyzed. 

Guesswork is being progressively elim- 
inated. An attempt, so far inconclusive, 
has been made to discover which comes 
first—expansion in production or in- 
crease in agency expense. 

In making a study of perststency 
characteristics of a block of business, it 
was discovered that when two “non- 
persistency” characteristics occur in 
combination, the experience is more than 
twice as poor as where the factors occur 
Separately. For instance term business 
on the quarterly basis produces a record 
more than twice as bad as term _busi- 
ness on the annual basis or ordinary 
business on the quarterly basis. 

S. T. Whatley, vice-president of the 
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30 years of sincere 


life insurance service and trust has been 
an important factor in the success of our 
agents and the satisfaction of our 


policyholders. 


_Lee J. Dougherty, President 


Guaranty Life 


Tnsurance Co. 


Davenport, Iowa 
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Aetna Life, was the next to dovetail into 
Mr. Linton’s report. He said the Aetna 
was so much impressed with the bene- 
fits derived by its general agents who 
attended the bureau’s training schools, 
that the company decided to contribute 
to the expenses of others of its field 
force at these schools. This year the 
Aetna contributed $2,699 to the attend- 
ance of 17 general agents, assistant gen- 
eral agents and supervisors at schools 
in Texas, on the Coast, and in Chicago. 

After Mr. Linton concluded his re- 
port, C. D. Devlin of the Confederation 
Life introduced a resolution of thanks 
to Mr. Linton and his committeemen 
for their work. 


Nominating Committee 


Mr. Stevenson appointed a nominating 
committee to bring in a slate of five for 
election to the board of the bureau. 
The committee consisted of W. T. 
Grant, Business Men’s Assurance, chair- 
man, C. D. Devlin, and H. M. Holder- 
ness, Connecticut Mutual. The direc- 
tors whose terms are expiring are E. B. 
Stevenson, Jr.; A. Gordon Ramsay, 
Canada Life, Oliver Thurman, Mutual 
Benefit, J. C. Behan, Massachusetts 
Mutual, James A. McLain, Guardian. 

H. G. Kenagy then presented a paper 
on “What We Have Learned About Se- 
lecting Agents.” 

He was followed by F. F. Weiden- 
borner, Jr., of the Guardian Life, who 
told something of an initial study of his 
company’s system of rating prospective 
agents. 

What the Study Covered 


_ The study covered the group of full- 
time agents appointed by the Guardian 
between July 1, 1932 and June 30, 1933, 
using each agent’s first contract year 
following appointment. 

The rating chart developed by the 
Guardian had its inception in the study 
of 21,000 agents reported in 1931 by 
the man-power committee of the bureau. 

Attention to the conclusions reached 
from that study regarding previous oc- 
cupation, age of the agent, and pre- 





vious education, led to the incorporation 
of these factors in the Guardian’s sys- 
tem. To them were added four other 
factors—marital status, financial status, 
years in community, and whether: the 
prospective agent was employed. 

A point scale was adopted for each 
item, having a maximum score of 20 
points in the aggregate. A penalty point 
table was devised and included on the 
chart. 

The Guardian applied the scale to its 
existing organization before presenting 
it to the managers in January, 1932. 
A result was the decision that a pros- 
pective agent should have a net score 
of at least 16 points. 


Aid in Selection 


Mr. Weidenborner pointed out the 
chart was helpful to managers in select- 
ing agents, and constituted an effective 
point in their recruiting sales talk. 

The Guardian’s organized recruiting 
method, in its presentation of selling life 
insurance with the Guardian, maintains 
that the company assumes a responsi- 
bility when it inducts a man into the 
business and therefore, he must qualify 
for the work, in the manager’s judg- 
ment. Use of the chart for this purpose 
has made a favorable impression on the 
right type of prospective agent. 

The chart indicates to the manager 
some of the new agent’s strong points, 
and a number of his weak ones, to guide 
him in training and supervision. 

Knowledge of these facts is helpful 
to the agent in establishing himself in 
the business, and the picture disclosed 
by his rating chart affords the agent a 
reasonable basis on which to judge his 
probable chances of success in life in- 
surance selling as measured by the gen- 
eral averages. 


Benefits Are Cited 


The question of the agent’s ability to 
finance himself; essential details around 
which a budget can be set up for the 
agent; emphasis on the agent's prospect- 


‘ing problem; and a guide to probable 


results through comparing the agent’s 
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With institutions as with individuals, GOOD character is 
firmly fixed in old-time honesty. STRONG character re- 
quires, in addition to integrity, both the ability and the 
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chart with the facts disclosed in the 
study previously referred to regarding 
age, education, and former occupation, 
are all benefits accruing to both man- 
ager and agent from use of the chart. 

Of the group of new agents appointed, 
71 percent rated 16 points or better. 
These men accounted for 80 percent of 
the business paid-for during the first 
contract year by all men appointed. 

A general tendency was found for the 
average production of agents in each 
rating class to be less for each success- 
ively lower rating. 

Results from Correspondence Course 


Mr. Weidenborner showed the experi- 
ence of these agents in the company’s 
educational correspondence course, en- 
rollment in which is compulsory for all 
new agents. 

Of the agents graduating from this 
course of study, 76 percent had ratings 
of 16 points or better on their charts. 

The concluding feature of the Mon- 
day afternoon session was a playlet, 
which is rapidly becoming a part of 
practically all life insurance gatherings. 
This was presented through the cour- 
tesy of the Northwestern Mutual Life. 
It was written by Laflin Jones and di- 
rected by Miss Olivia Orth. The cast 
was made up of people identified with 
the Northwestern Mutual. It portrayed 
a research bureau man going to the 
rescue of an agency officer harassed by 
a multiplicity of problems. The bureau 
man knew all the answers and the 
agency officer was able to go on a va- 
cation. 


Proceedings on Tuesday 


M. A. Linton was the presiding of- 
ficer Tuesday morning. He called upon 
W. T. Grant to report as chairman of 
the committee to nominate five new 
directors of the bureau. It has become 
traditional at these meetings for the 
nominating and election procedure to be 
surrounded with spoofing and this year 
was no exception. 

Mr. Grant announced that he had 
delegated authority to make the report 
to the vice-chairman, H. M. Holderness. 
Whereupon Mr. Holderness arose and 
announced he was passing the honors 
along to the third member of the com- 
mittee, C. D. Devlin, who was really 
cornered, there being no other member 
to whom Mr. Devlin might deputize 
for the task. 

Before launching the formal speaking 
program Mr. Linton delivered some ob- 
servations. After citing some of the 
problems facing the investment, under- 
writing, actuarial and general adminis- 
trative branches of the business, he ex- 
pressed the opinion that the most press- 
ing problems are those facing the 
agency department. A decline of about 
ene-third in production together with a 
slump in renewal accounts, has brought 
many problems to the fore. There is 
the pressure for poor business. The 
question of replacements is accentuated. 
The unit costs of doing business have 
increased, causing the actuarial depart- 
ment to frown. 


Quality Is Vital 


The quality of the field force has be- 
come a vital issue. The number of 
qualified prospects has diminished and 
the smaller number of potential buyers, 
who are satisfactory risks, is receiving 
calls from an increased number of 
agents, many of whom are incompetent. 
The public is affected by these contacts 
and there is a growing resentment on 
the part of the public. 

Mr. Linton said there is much the 
individual company can do to improve 
the standards of the field force, without 
waiting for general reform by concerted 
effort. If the problem of quality repre- 
sentation is solved, other agency de- 
partment ills will vanish or be consid- 
erably remedied. The quality of busi- 
ness will be improved and the replace- 
ment evil will be less pronounced. 

The first formal speaker was. L. W. 
Morgan, vice-president of the Pacific 
Mutual, whose delivery was most pleas- 
ant, and who brought out a number of 
practical suggestions for coordination 


of agency and underwriting department 
activities. 

Eustace Brock, secretary of the Great 
West Life of Winnipeg, was the next 
speaker. He presented the conception 
that conservation effort is an integral 
part of the business, coloring all deci- 
sions and operations. It was an ideal- 
istic conception and caused much fav- 
orable comment. 

After a recess Kenneth R. Miller of 
the bureau staff took the rostrum to 
deliver a paper on “Building a Sales 
<a It was informative and practi- 
cal. 

He was followed by E. C. Sparver of 
the Reliance Life, who told the practi- 
cal results of a sales plan instituted by 
his company. 

The final speaker was Fred Bremier, 
who reported, with the aid of huge 
charts, the results of a survey of facts 
and attitudes of policyholders and 
agents towards many aspects of insur- 
ance. His data was voluminous, but he 
presented it succinctly. Among the im- 
portant conclusions was that insurance 
companies should engage in national 
advertising. So strong was this rec- 
ommendation, based on one item of the 
survey, that the audience started to 
laugh. Mr. Bremier smilingly said he 
was only reporting what the agents in- 
dicated they wanted. 

Tuesday afternoon the meeting was 
broken down into five group sessions, 
each in charge of a staff man from the 
bureau. Here the agency officers were 
invited to confess, exhort, attack, or to 
express themselves as they would in 
the privacy of their boudoirs, since the 
press and other camp followers were 
asked to conduct their own group ses- 
sions in the bar. 

Sessions on Wednesday 


At the Wednesday sessions, the Re- 
search Bureau took the back seat and 
the agency officers association was at 
the wheel. John A. Stevenson, home 
office general agent of the Penn Mu- 
tual, presided for a time as chairman 
of the agency officers executive com- 
mittee. He appointed a nominating 
committee to bring in a slate of three 
for election to the executive committee. 
The nominators were H. J. Cummings, 
Minnesota Mutual, G. H. Hunt, Im- 
perial Life, and G. L. Hill, Northwest- 
ern Mutual. 

Frank L. Jones of the Equitable of 
New York was then presented. He 
gave the report of the replacement com- 
mittee, of which he is the chairman. He 
announced that the Northwestern Mu- 
tual has just signed the anti-replacement 
agreement. He called on several lead- 
ers to tell the improvement in the re- 
placement situation in their companies. 

W. W. Jaeger, Bankers of Iowa, said 
in 1933, his company had 197 cases 
under attack and 30 of them were con- 
served. During the first ten months of 
this year the number of such cases was 
65 and 40 percent were saved. Fewer 
cases are being disturbed and a larger 
proportion is being saved. 

F. B. Wilde, Connecticut General, 
gave some of the figures of his com- 
pany, which indicated improvement, 
some 45 percent of business under attack 
being saved. The replacement agree- 
ment, he said, is a practical demonstra- 
tion of effective cooperation. 

H. M. Holderness, Connecticut Mu- 
tual, said his company keeps a complete 
card index of every case under attack, 
with a notation as to those saved and 
those lost. The names of agents in- 
volved are indexed. The result is that 
the finger is being put on the chronic 
repeater. The Connecticut Mutual has 
also shown a fewer number of cases at- 
tacked and a greater conservation pro- 
portion. 

The next subject was financial inde- 
pendence week, reports being made by 
H. E. North of the Metropolitan and G. 
H. Hunt of the Imperial Life. Much en- 
thusiasm was exhibited and it was evi- 
dent that whatever opposition there 
was to perpetuation of the campaign, 
had been crushed. 

George H. Hunt, superintendent of 





agents Imperial Life of Canada, gave 





some impressions of financial indepen- 
dence week in his country. The idea 
of the Canadian committee was not so 
much to cause the sale of new busi- 
ness during the week as to put across 
a message that would reach a large pro- 
portion of the population. He related 
some of the activities, including special 
meetings, local underwriters associa- 
tions, local radio broadcasts and na- 
tional hookup, use of institutional ad- 
vertising in newspapers and special life 
underwriters’ advertisements, French 
and English posters, pamphlets, window 
displays, etc. Nine more companies 
subscribed to the week’s activities than 
in previous years. The committee had 
a small surplus at the end. 

The principal practical result of the 
“week,” he said, was the stirring up of 
many agents, who had been more or 
less dormant. A good many of those 
who took a new lease of life, continued 
to produce after the “week” was over. 


Great Unified Effort 


Mr. North said independence week in 
1934 was a great unified effort. The 
company response was good, some 146 
companies contributing. The commit- 
tee showed a surplus of $2,563. He paid 
tribute to many who had cooperated, 
with especial reference to Earl 
Trangmar of the Metropolitan. 

Mr. North called on W. T. Grant of 
the Business Men’s Assurance, who said 
it is unthinkable that consideration 
should be given to abandonment of the 
enterprise. He made an effective argu- 
ment directed at those companies, who 
have been considering withdrawal of 
their support. He said such expendi- 
ture should be considered as being in 
lieu of the cost of a company contest. 
He offered a resolution of thanks to 
Mr. North and his associates. 

George L. Hunt, New England Mu- 
tual, said it would be a mistake to drop 
the enterprise. Perhaps, he said, too 
much emphasis has been placed on the 
new business results of the week. The 
important feature is educational, par- 
ticularly among children. He suggested 
that a paid staff of workers might be 
created to relieve the committee of the 
detail work. He also suggested that 
the work be carried on throughout the 
year, culminating in independence week. 


Many Agents Stirred 


Mr. North said the week’s activities 
stirred up many agents. The upward 
trend in sales started at that time. He 
also warned against getting the concep- 
tion of the week as a sales campaign. 
He said the letter from President 
Roosevelt endorsing the week was ex- 
ceptionally valuable. 

Mr. Stevenson announced that the 
week definitely will be included in 1935 
and that the committee setup will be 
announced shortly. 

H. M. Holderness suggested that 
there be expression from the floor on 
the work, but Mr. Stevenson avoided 
this by saying there could be no de- 
bate—all were of one mind. 

Mr. Cummings reported as chairman 
of the nominating committee. Follow- 
ing the election Mr. Stevenson called 
Mr. North to the platform to preside, 
Mr. North being slated for chairman of 
the executive committee. 

Mr. North reverted to the independ- 
ence week question. He asked those 
to stand who will actively support the 
week and put their companies strongly 
— it. The members got to their 
Per. 

J. G. Parker of the Imperial Life, who 
is also president of the Actuarial So- 
ciety of America, delivered an explana- 
tion of the agreement in Canada aimed 
at better selection of agents, better 
training and elimination of the unfit. 

Next came T. M. Riehle, president of 
the National Association of Life Un- 
derwriters, who was attentively heeded 
in further amplification of his crusade 
in behalf of improving the quality of 
the field force. Mr. Riehle has started 
something. Some of the agency officers 
as well as some leaders in the National 
Association of Life Underwriters, feel 





he has embarked on too radical a 


course. His critics say there could be 
no objection to a request that the com. 
panies generally exercise greater car 
in selection, but that a demand {o 
wholesale firing of agents and Prac. 
tically closing the door to new men jg 
unreasonable and too provocative, At 
any rate Mr. Riehle is sharpening jp. 
terest in the general question. 

When Mr. Riehle concluded, H. 
Armstrong of the Travelers moved th. 
appointment of a_committee to study 
and act upon the Riehle proposals, ~ 


Stevenson Discusses Issues 


Mr. North then called on John 4. 
Stevenson, who diplomatically  treate 
some of the issues projected by Mr 
Riehle. He indicated, with consider. 
able deftness, the opinion that, although 
the Riehle report flashes undesirable 
conditions before the eyes of the busi. 
ness, improvement must come by walk. 
ing in the right direction rather than 
by running and jumping. To a certain 
extent he seemed to be letting Mr, 
Riehle down, although he indicated the 
problem will be attacked. The Can. 
adian agreement and the Riehle pro. 
posals may be steps in the right direc. 
tion. He said the business should not 
sit back, satisfied with traditional meth- 
ods, without exploring the possibility of 
improvement. He said the impression 
made by the good part timer may be 
no worse than the impression made by 
certain full time men in their tactics 
under present economic conditions. 

Actual facts as to the expense of 
agency turnover, he said, would cause 
agency officers to lose confidence in 
themselves. f 

Although the present basis of com- 
pensating agents may not be the best 
or only method, still he contended there 
is room for great improvement in se- 
lection under that system. The public 
he said, will get its impression from 
what the men who are in the business 
are doing rather than by those who are 
driven out of the business. 


Mr. Stevenson then appointed the 
committee to study the Riehle pro- 
posals. 


W. W. Jaeger offered a resolution to 
have Mr. Stevenson convey greetings to 
the Life Advertisers Association in their 
meeting in Memphis. Mr. Stevenson 1s 
one of the speakers. 

Wednesday Afternoon Session 


John A. Stevenson presided at the ses- 
sion Wednesday afternoon. A telegram 
of greetings from the Life Advertisers 
Association, in session at Memphis, was 
read. Clarence Bond, a member of the 
board of education of Chicago, who 1s 
connected with the federal housing a¢- 
ministration, was introduced and spoke 
briefly on the plans of that organization. 

John Marshall Holcombe then prt 
sented his review of developments 
agency-wise in the past year. He an- 
nounced that the registration this year 
was 351, as compared with 268 last year. 
He also read on “honor roll,” listing 
those who had attended the greatest 
number of meetings of the organization. 
Heading the list were W. R. Smith, La 
fayette Life, and A. L. Dern, Lincoln 
National, who had been on hand for li 
meetings. L. J. Dougherty, Guaranty 
Life, and Mr. Holcombe had attended 
13; H. J. Cummings, Minnesota Mu- 
tual; M. A. Linton, Provident Mutual; 
A. C. Louette, People’s Life of Indiana, 
and Henry Niles, independent actuary, 
12; E. C. Budlong, Federal Life; R. 
Irish, State Mutual; W. Jaeger, 
Bankers of Iowa; H. W. Manning, 
Great-West Life; J. C. Seitz, Guaranty 


Mutual, and E. P. Oertel, Great North- 
ern Life, 11 each. Id 
The closing address by O. J. Arnold, 


president Northwestern National Life, 
was enthusiastically received. 





Rivers in Temporary Charge 
J. W. Rivers, assistant superintendent 
of agencies of the Union Central Lite, 
has been placed in temporary charge 
of the Philadelphia agency. He will be 
active head until the appointment, oe 





successor to A. Rushton Allen, resig™ 
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Great Volume of Annuities Being 
Sold to Women Seeking Safe Place 
to Invest Funds, Devitt Declares 


NEW YORK, Nov. 1.—Of the enor- 
mous volume of money now seeking safe 
investment in annuities, an amazingly 
large portion is in the hands of women, 
and smart women agents are doing a big 
business with this class of buyers, ac- 
cording to F, H. Devitt, manager in 


| New York City of the Equitable Life 
| of New York, who has 35 women agents, 


more than any other office of the com- 


n 4 . *,¢ 
_ of these women buying annuities 
have considerable means even though the 
depression may have cut both value and 
yield far below their former figures. 
Many such women are well along in 
years and it is better for them to sacri- 
fice their present holdings, even at to- 
day’s prices. If they have no dependents 
to provide for they can frequently enjoy 
a life income of twice what they had 
been getting on their other property. 

Great Appeal for Women 


Of course, a woman might argue with 
herself that her property values and rate 
of return would come back to their for- 
mer levels in the course of years, but 
she would also have to realize that she 
would be needlessly impoverishing her- 
self for what would presumably be a 
considerable share of her life expectancy. 

Mr. Devitt cited a case in which a 
woman 70 years old sold her properties, 
formerly valued at $137,000, for $65,000 
and bought an annuity. The assured life 
income she received was approximately 
double what she had been getting and 
about the same as she had been accus- 
tomed to get in normal times on the 
$137,000. 

Business Women Prospects 


Almost as important as the moneyed 
class of women, and perhaps more prof- 
itable from a long-term viewpoint, are 
the women who are making good sal- 
aries in essential but little-advertised po- 
sitions, such as confidential secretaries 
of prominent lawyers, business execu- 
tives, and the like. The average man 
agent overlooks these prospects, even 
though he may have written the secre- 
tary’s chief and so have an excellent 
entrée if he cared to use it. 

One of Mr. Devitt’s women agents, 
the leading producer in his agency, sold 
the senior partner of a certain firm and 
has since sold 12 confidential secretaries 
in the same office. Such women are good 
prospects for annual premium retirement 
annuities and in some cases for life in- 





surance. As a rule they are of mature 
years and realize if they do not provide 
ae their own retirement nobody else 
will. 

Recognizing that the unusual flood of 
single-premium annuity buyers is largely 
a temporary condition which will prob- 
ably cease abruptly when confidence in 
other forms of investment returns and 
life companies raise annuity rates still 
higher to keep from getting an undue 
volume of annuity business, Mr. Devitt 
has frequently pointed out to all his 
agents the desirability of building up 
their life insurance business, with its 
attractive renewal commission feature, as 
well as reaping the largest possible share 
of the annuity harvest. Agents will be 
wise, he believes, to devote a substantial 
part of their time to life business with 
an eye to future sales, and to let the 
annuity commissions take care of imme- 
diate expenses. 


Proper Perspective Gained 
By Studying Other Lines 


DETROIT, Oct. 25.—Getting the 
proper perspective on the. insurance 
‘business by studying the methods of 
other lines of endeavor is vital to the 
success of the life agent, Earl W. Brai- 
ley, prominent Cleveland general agent, 
said at an educational meeting in a talk 
on “Organizing the Sales Presentation.” 

The first requisite to the organized 
sales presentation is the collection of the 
necessary data on the prospect, Mr. 
Brailey asserted. From this data the 
type of policy that will best suit the 
prospect’s needs should be selected and 
the benefits of this policy should be 
placed before the prospect graphically 
and logically. Fear of the prospect is 
usually due to a lack of complete in- 
formation on his needs and a lack of the 
proper plan of action, he said. 


Must Compensate for Time 





The prospect gives up a considerable 
amount of usually valuable time to the 
life underwriter so the underwriter is 
under an obligation to give the prospect 
the best assistance possible and the 
largest possible number of new ideas 
that will help him in carrying out his 
program. It is vital for the agent to an- 
ticipate a tendency from a positive to a 
negative frame of mind on the part of 
the prospect during the interview and 








BED-TIME 
STORY 


After a busy day in New York, weary guests of Hotel McAlpin give 
thanks for the NEW soft, sleep-inviting mattresses upon which they 


enjoy sound, refreshing slumber. . . 
On your next visit to New York, 


everyone enjoys at the McAlIpin. 
may we expect you? 


Single 
f 


rom 
ROOMS WITH BATH $250 


another item of the comfort 


JOHN J. WOELFLE, Manager 
Double Twin-Bedded 


from from 
‘400 $4se 


HOTEL McALPIN 


“The Centre of Convenience” 





BROADWAY AT 34th STREET 








to be prepared to counteract it. This 
point usually occurs when approaching 
the close, he stated. He advocated 
holding in reserve some confidence-in- 
spiring data for this purpose. 

The organized sales presentation con- 
sists primarily of tested ideas and ar- 
guments that have been proved to be 
effective, arranged in their logical order. 





There are six distinct divisions of the 
organized sales presentation, as Mr. 
Brailey sees it: The approach, the pres- 
entation of the general idea, the ap- 
praisal of the prospect’s needs, the rec- 
ommendation for the insurance to cover 
these needs, confidence-inspiring data on 
the company, the agency and the agent’s 
own service to the policyholder. 





Center of Influence Essential 








NEW YORK, Nov. 1—Defining a 
center of influence as a man interested 
in the agent’s success and willing to do 
something about it, T. G. Murrell, man- 
ager in New York City for the Con- 
necticut General Life, told fellow C. L. 
U. members that such centers of in- 
fluence can be effectively built up by 
what he termed the “back-scratching” 
method, whereby the agent helps the 
center of influence in his business so 
that the latter will feel under obliga- 
tion and have a more than casual in- 
terest in returning the favor. 

Mr. Murrell told of a man, a stranger 
in his locality, who sold $448,000 last 
year by the use of this method. He 
helped get back accounts for bankers, 
accounting jobs for accountants, helped 
sell bunker oil for ships, sold houses, 
automobiles, oil burners, and made sug- 
gestions that helped business men in- 
crease their profits. 

Sends Interesting Clippings 


He reads such magazines as “For- 
tune,” “Iron Age,” “Petroleum,” “Store 
Management,” and the like, and clips 
articles which may be of interest to his 
prospects. He puts at the bottom of 
each clipping some such message as, 
“Dear Bill: This may interest you. 
John Agent.” 

“It was found recently in an analysis 
of the business of 600 agents that 44 
percent of their business came from or 
through centers of influence,” Mr. Mur- 
rell said. “Isn’t it high time, therefore, 
that we paid some attention to the crea- 
tion of centers of influence? The man 
who has four or five centers of influence 
when he starts in this business is lucky. 
The salesman who doesn’t double this 
number in his first year is dumb. It is 
pleasant to help speed up the wheels 
of progress and the man we help is 
more than ready to help us.” 

In speaking of prospecting in general, 
Mr. Murrell said: “Here are some 
stray ideas: have you thought of going 
to the moving van companies to get a 
bird dog to tell you who is moving to 
the city? Do you make a friend of the 
automobile dealer so he will tell you 
when the last instalment is paid on the 
customer’s new car? You can divert 





that instalment to life insurance and it 
will have a real trade-in value which 
increases with time. 

“How about finding out from the oil 
burner dealer when the last instalment 
is paid? This payment diverted to the 
purchase of life insurance will keep the 
home fires burning. Find out who has 
a second mortgage that is being paid; 
who has a loan at a bank which is be- 
ing liquidated. Do you know of any 
building and loan association which has 
closed down? The depositors will have 
been disciplined to save. Why not let 
them save through the safest institu- 
tion in the world? 

“How about the big bank that closed 
a couple of years ago? The depositors 
lost what they had in the bank, but 
they did not lose the next week’s pay 
check. How about letting them save 
through life insurance?” 


Cie Big oe 


Fitzhugh Traylor is the new presi- 
dent of the Boston C. L. U. Chapter. 
Other officers elected are Corrine V. 
Loomis, vice president and secretary, 
and John R. Fitzpatrick, treasurer. 

* * * 


A number of New York City’s lead- 
ing life men are taking the C. L. .U re- 
view course for the examinations next 
spring. Among the 70 enrolled are men 
of such prominence as C. L. McMillen, 
general agent Northwestern Mutual 
Life; D. Connell, general agent 
Providence Mutual; Lloyd Patterson, 
general agent Massachusetts Mutual; 
Melvin Leonard, manager, National Life 
of Vermont; Leon Gilbert Simon, na- 
tionally known business insurance au- 
thority; C. P. Dawson, production man- 
ager, Beers agency New England Mu- 
tual. There is keen interest in the rep- 
resentation of each company, the lead- 
ers at present being the Equitable of 
i York and the Northwestern Mu- 
tual. 

Dr. S. S. Huebner, president Ameri- 
can College of Life Underwriters, the 
opening speaker, urged that general 
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Consulting Actuaries 
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Consulting Actuaries 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
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Jonathan G. Sharp W. Harold Bittel 
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HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
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Consulting Actuary 
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Consulting Actuary 
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Consulting Actuary 
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PURE PROTECTION 


LIFE INSURANCE 


Is Not Expensive. Estimated Average Annual Cost 
Per $1000.00 Whole Life Policy 


AGE—35—$13.17 


REDUCED TO THIS FIGURE BY AN EARNED DIVIDEND 
NO. CASH LOAN or CASH SURRENDER VALUES 
OR OTHER EXPENSIVE SO-CALLED INVESTMENT FEATURES 


No Winds of Chance—No Sudden Change in the Current of Business 
Affairs Can Affect the Strong Financial Position of This Company 





Excellent opportunity for salesmen—lIllinois, Michigan, Indiana, Missouri. 


NTER 


TATE RESERVE LIFE 


American Experience, 4° 





$2.50 I'dg. 
Oa ew were 


agents send their best men to take. the 
course so that spread of the C. L. U. 
movement would be as rapid. as pos- 
sible. 
5 SK 

Grant L. Hill, director of agencies 
Northwestern Mutual, discussed the 
practical value of C. L. U. training as 
it relates to the personal production of 
those who have acquired the designation 
beforé the Cincinnati chapter. 


How to Cross the 
Department Line 
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a home office underwriter gets an im- 
pression that an agent is submitting an 
unusual number of poor risks. Some- 
times these impressions are not borne 
out. The underwriting department 
learns not to jump at conclusions. 

He contended that volume is not the 
best measure of success. Business in 
force and the quality of business is a 
bettet gauge. However, he warned 
against deprecating volume too much. 
Agents need to be everlastingly prodded. 

The average declination ratio for all 
companies is about 8 percent, he said. 

He! pointed to the loss in not taken 
policies. The Research Bureau found 
1,000,000 policies were returned not 
taken in 1933 and 20 percent of all poli- 
cies issued were returned not taken. 
The cost of each such policy he esti- 
mated at $10. Therefore, the waste last 
year amounted to $10,000,000. The per- 
centage in the Pacific Mutual is 19.1 per- 
cent. Experience by agencies differed 
radically. This is an item of waste that 
should be watched very carefully. 

The underwriting and agency depart- 
ments, he said, could get together in se- 
lecting for persistency. It would be 
well for the underwriting department 
from time to time to pass on its infor- 
mation to the agency department of an 
agent who is submitting unsatisfactory 
applications or where the records show 
a high percentage of not taken and 
lapsed business. The agency department 
then could take the matter in hand. 


Personal Supervision Needed 


He asserted the belief that some gen- 
eral agents rely too much upon train- 
ing courses and other information sent 
from the head office. General agents 
should bring to the men in the field in- 
formation as to the company’s spirit, 
aims and ambitions. Individual cases 
where some error in writing or presen- 
tation has been made are opportunities 
for coaching and instruction. 

He emphasized the importance of 
agents submitting full and accurate in- 
formation about every applicant. The 
home office underwriter hesitates to hold 
up an application and go back for more 
information as this causes irritation. The 
occupation may not be adequately de- 
scribed, the record of insurance in other 
companies may be incomplete or an at- 
tending physician’s statement may be 
needed. The agent should make some 
estimate of the applicant’s finances, to 
help the company in making a decision, 
and to give a more accurate idea of the 
insurance needs of the applicant. 

He commented on the question of 
over-insurance. He said there is no rea- 
son why the business should make any 
secret of the rule that a person should 
not be permitted to purchase more in- 
surance than 20 percent of his income 
would buy on the ordinary life plan. 
_If consideration did not have to be 
given to the applicant or to the agent 
it would be easy to sort out the good 
and bad risks and the company could 
play safe and refuse to issue insurance 
that did not appear to be first class. If 
a risk is definitely bad or definitely 
good, it does not present much of a 
problem. The border line risks are the 
ones that require thought and study. 
When adverse action is taken on a risk, 
the underwriter should reflect whether 
such action is absolutely essential. After 











adverse action has been taken, it is a 


good plan to have the case independen 
1eviewed. In the Pacific Mutual every 
declined application has such a reyiey 
The company never sends a notice t 
the field that a risk has been decline 
on the action of one person alone, Jf 
an agent appeals a case, it is well t 
have some other person than the ong 
who took the original action make the 
review. 

The home office underwriter mug 
have a friendly and sympathetic attitude 
toward the agent and should be posteq 
on agency affairs. He should read his 
own company’s literature and_ bulletins 
and the insurance journals. 


Should Give Explanation 


If a case has to be rejected or adverse 
action taken, as far as possible an ex. 
planation should be given, he contended, 
After an agent has put in hard work, it 
is most discouraging to receive nothing 
but a formal notice to the effect that 
the risk has been declined. The under. 
writer cannot always enter into details 
as the reasons may be extremely con. 
fidential, but in many cases a frank dis. 
cussion will do no harm. 

The underwriters should inject a 
friendly tone into their correspondence, 
Stereotyped phrases should be avoided 
as well as letters with a sharp or crit- 
ical tone. Good work or unusual accon- 
plishment should be commended. 

He referred to replaced business, cit 
ing some of the problems of the under- 
writing department. The company may 
be told that the applicant has definitely 
decided to give up existing insurance in 
other companies because it is heavily 
encumbered with loans or is on too high 
priced a plan. The underwriting depart: 
ment finds the risk acceptable except 
that unless the old insurance is given up 
the amount of insurance will be too 
large in proportion to the applicant’s in- 
come. The other company is notified 
in accordance with the replacement 
agreement and given an opportunity to 
conserve its business. Finally that con- 
pany gives notice that its conservation 
efforts are fruitless and the second con- 
pany is free to proceed with the issuance 
of its policy. There is nothing, however, 
to prevent the applicant from changing 
his mind and retaining the old policy, as 
well as accepting the new. Therefore, 
the underwriter is almost forced to send 
out the policy with a stipulation that 
the other insurance is to be terminated. 
In this way the underwriting depart- 
ment is almost made a party to the dis- 
continuance of existing insurance, the 
very thing that it sought to avoid. 

The agency supervisor can aid greatly 
in underwriting. He can listen to com- 
plaints and to an extent review cases 
and lay all of the information that he 
is able to gather before the underwriting 
department for further consideration. 


Survey of Assured Checks 
With General Impressions 
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Philadelphia and suburban, was 3,223. 
Of that number, 1,389 were classified 
as excellent, 1,108 as good, 565 as fair 
and 161 as poor. There were a total of 
434 business women interviewed. Most 
of those interviewed were family men, 
above age 29. 

The manager or general agent of every 
life company of Rochester, Mansfield 
and Wooster was visited and the suf 
vey explained to him. His cooperation 
was sought in getting the agents [0 
answer his questionnaire. 

Of the men interviewed, 89.7 percent 
reported they own life insurance now 
and of the business women, 79.7 percent 
are owners. Of the men who do not 
own insurance now, 5.2 percent said 
they formerly owned it but dropped it 
3.2 percent never owned insurance; 3% 
were poor risks and 1.6 percent owned 
fraternal and mutual benefit insurance 
only. Practically all of those interviewe 
were willing and able to give the 
amount of insurance owned and many 








of them were willing to give the names 
of the companies. 
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